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Palm Beach Styles Show Big 
Gains for White 


But Pastel Shades Are Also Favored 


HE American woman has be- 
come Parisianized since she 
has discarded the regimental 
form of dress and now wears what- 
ever is new, smart and becoming. 
When the height of the season is 
reached at Palm Beach in December, 
white will be more in evidence than 
last year. 

Recently an American 
dressmaker imported a white 
costume decorated with rhine- 
stones, the landed cest of 
which was $1,000. Adapta- 
tions of this costume are now 
worn by favorite American 
actresses on the American 
stage. White ermine coats 
share honors with elegant 
metal wraps at the opera. 

White will make a 

gain next year both as a 

solid and as a base for 

decorative art. Mills of 

large producing capacity 

report that white 

grounds outsell colored 

grounds by a large ma- 

jority. 

White capes made from 
flannel and broadcloth will be 
prominently worn in South- 
land from December on until 
the season ends, and the same 
is true of white for general 
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seaside use. This means that white 
footwear will have a place at Palm 
Beach when the season opens. 

My log book shows that French 
women have favored combinations 
of white and black since prints de- 
veloped in 1921. It further shows 
that American dressmakers have se- 
lected confined styles of white and 
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black printed silks for their cus- 
tomers who are assembling their 
wardrobes for the Southland. White 
and black plaids will be big for coats 
and for tailored suits. The size of 
the former will be large. This as- 
sures a place for white and black in 
footwear with women who buy more 
than one pair of summer shoes. 

In many printed fabrics, 
black is introduced as an in- 
tensifying color when asso- 
ciated with other colors. 
Moreover, the most famous 
American dyers of novelty 
colors state that their plants 
devoted to the dyeing of black 
only are snowed under with 
dyeing orders from manufac- 
turers of silks. 

Worth, the great French 
dressmaker, recently sent 
over a black costume made 
from a black silk in a fancy 
weave and the only decora- 
tion was trimming on the re- 
verse side of the silk, which 
was in the form of a rib, the 
surface being a plain block 
satin. 

Yes, black shoes in reptile 
skins will be worn with patent 
leather trims when the Palm 
Beach season opens. 

Nevertheless, colors 
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The most famous American dyers of novelty colors state that their 
plants devoted to the dyeing of black only are snowed under with 
orders from manufacturers of silks. 


will again be favored in two 
separate and distinct forms. 
The new forms are to be in 
purer pastels than has yet been 
accorded American acceptance. 
Their use will be confined to the 
exclusives principally, since the 
majority of women in this coun- 
try want more life in colors 
than obtains in pure pastels. 


ENCE for the exclusive Amer- 

ican colors will be softened. 
Two examples of softened colors ap- 
pear in faded reseda greens and 
ashes of roses for afternoon wear. 

Another familiar example of 
softened colors is six rosewoods 
shading from a soft sea shell pink 
through dulled or clouded rosewood 
shades to a dark brownish rosewood. 

The pastel influence has also soft- 
ened most of the polychromes, giv- 
ing them a veiled appearance some- 
what allied to pastels and baptized 
“Arts Decoratifs” by French artists, 
who have chosen eighteen high tones 
or light shades and have softened 
or veiled them into what are called 
“dusty pastels.” 

Pearl grays, light pottery blue, 
mallow pink, orange, violet, water 
green, begonia pink, peach, mauves, 
turquoise, corn yellow, wild rose 
pink, putty, lilac, ecru, buttercup 
yellow and lemon yellow, however, 
have escaped the veiled influence 
and will appear in all their splendor 
at Palm Beach when the season 
opens. 

The “pep” colors will be bright 
blues, pinkish reds and emerald 
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greens, used, however, for decora- 
tive purposes principally. 

All blues will be top liners. The 
“pep” blues will shade from a bright 
sky through the blues of tropical 
waters to national blues and deepen 
into navies. 

Gray blues, such as potter and 
saxe, will follow. Lavender blues 
will be a high novelty, together with 
green blues or blue greens. Take 


your choice. 

Purple and pinkish reds will fol- 
low with lots of “pep” in their 
make-up. The bright bluish red of 
the fuchsia will carry the flag. A 
bluish red is one in which just 
enough blue is introduced to start 
the red toward the purple scale. 
Next to dahlia (a bluish pink) will 
come a bright strong bengal rose 
bluish pink chock full of “pep” and 
rich in colors. 


What Palm Beach Will Say Is 
the Going Thing 

@ All-over white will show gains 

over last year. 

@ White as a base for color will 

also be good. 


@ Black and white combinations 
also are favored. 


@ Black in cembination with 
brighter colors will be seen, . 


@ And, in colors, we shall see pas- 
tels—pastels—pastels. 
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Bright corals having a little more 
yellow that usual will be a close sec- 
ond to dahlia and the bengal rose 
pink. Azalea pinks bridge the dif- 
ference between pastel pinks and 
pinks of the brighter variety. 

Third in the list of brilliant colors 
will be beautiful canary yellows and 
bright golds, followed by the rich 
deep yellow of the marigold—a light 
orange yellow. 

Pure emerald greens will be 
awarded fourth place in the bril- 
liants, though chiefly as a decorative 
feature, since less assertive or veiled 
colors have the call. 


LL of the foregoing “peps” will 

be worn in the form of capes as 

a covering for the sheer dresses and 

costumes which are certain to be in 
vogue next spring and summer. 

The French have added to their 
nomenclature of colors the name 
Asphodel. In Greek mythology 
Asphodel was the plant of the dead. 
Its pale blossoms covered the 
meadows of Hades, it was believed, 
because in Greek lands it is a very 
common weed in desert places and 
about tombs. So it represents a 
pale or lifeless color. This color 
bridges the color span between a 
lobelia violet and a pale lilac—both 
of which are broadly classified as 
pastels. 

Speaking of shoes, spike heels in 
copper, together with an instep strap 
in the same color, is the last word 


* from Paris. Other colors, however, 


may. be chosen. 
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My Best Bet 
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for Spring, | 


Term“a Jewel of the Foot” 


ARRY F. GIBSON, “a young fel- 

low trying to get along in the 
world,” says that the Pacific Coast. is 
the greatest style territory in the world 
—bar none—because pretty shoes can 
be worn the year round, weather not- 
withstanding. 

His one “best bet” for spring is here 
shown—the jeweled chain, one strap. 
He thinks it is so good that he has put 
it in in the following combinations: 
black satin with silver trim; patent 
leather with silver trim; wild orchid 
with silver trim; gold and silver direc- 
toire brocade; shell pink kid with silver 
kid trimming; bois de rose with enamel 
trim; selling at approximately $30 and 
$35 a pair, with an opportunity for the 


—Harry F. Gibson 


customer to get an extra rhinestone 
chain at $25 per pair extra. 

That’s what} Mr. Gibson thinks of 
jewels of the feet. He says there are 
no limits to style and ornamentation, 
viz. : 

“Elaboration and ornamentation has 
made the shoe a conspicuous part of 
fashionable attire. The skins of rep- 
tiles, fish, and even the fowl of the air, 
have contributed their part. All the 
jewels, precious and semi-precious— 
and all of the art of the buckle maker, 
have found their way into the smallest 
hamlet in the country. Even embroi- 
dery has come into footwear. In fact, 
none of the arts and crafts are with- 
out representation in modern foot- 


The high-heeled slipper has come into its own, because the wood of 
the last is so placed that the foot gets complete comfort and particularly 


good ball fitting and the maximum of style. 


Mr. Gibson believes that 


we are just beginning to utilize footwear adornment, and although our 
sketch doesn’t exactly reveal the silver chain in all its beauty, it never- 


theless shows the effect. 


A typical silver braided chain effect ph 
idea of its place over the instep. 


phed in its actual size 
is example is just typical 


of the newer chain ideas, some of which are very elaborate, set 
metals. 


rhinestones and precious 


Harry F. Gibson, one of 
the outstanding stylists of 
the shoe industry, was born 
in Cincinnati and gives credit 
to the Potter Shoe Company 
for his firm foundation of 
footwear knowledge. He has 
been in San Francisco since 
1907, with Rosenthal’s for 
nearly twelve years of that 
period, and now as buyer at 
The White House for the 
past seven years. He married 
a San Francisco girl. With 
him everything is style, fine 
shoe making and happy cus- 
tomers. 

He never misses a shoe 
style conference nor a na- 
tional convention. He goes 
everywhere where style is in 
the making so that his de- 
partments can serve the 
beautiful women of San 
Francisco. 
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Top (reading left to right)—Elaborate combination of shoes and feathers—best worn by someone else; Esther Ralston’s 


feet in white satin slippers, ha 


md painted in red, green and black; the same feet with butterfly slippers and stockings 


Bottom—Betty Bronson in “A Kiss for Cinderella”; the portrait shoe buckle, said to have been originated by Katherine 
Bennett; Gilda Gray wears jade green satin slippers with buckles of brilliants in tassel effect 


Footwear for Famous Feet 


66 Y feet are my fortune, 
Sir,” she said. 
Ask any modern woman 


and she’ll tell you that if a girl has 
a well-turned ankle—and a _ well- 
turned shoe—she can get by with 
almost any kind of face. 

And when the average woman 
realizes the value and importance 
of her footwear to such an extent, 
how much more must the profes- 
sional beauty consider the manner 
in- which: her feet shall be shod? 


By ELIZABETH FORMAN 


As this is being written, a motion 
picture called “The Vanishing 
American” is being shown on the 
screen of New York and many of 
the larger cities throughout the 
country. It is an ambitious produc- 
tion and money was spent lavishly 
in its making. Critics have used 
such words as gorgeous, majestic, 
magnificent, superb, in writing re- 
views of it—and then they have 
gone on to berate Lois Wilson, the 


--leading woman, for wearing high 


heeled shoes in the réle of a school 
teacher on an Indian reservation in 
the wilderness of Arizona. 

Without a doubt, many a school 
teacher in the desert regions of. 
Arizona wears high heeled shoes, 
but that is neither here nor there. 
It is what the general public thinks 
an Arizona school teacher ought to 
wear that counts. 

The movie stars know this. They 
know, too, that the screen is: fast be- 
coming recognized as an arbiter. of. 
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Top (reading from left to right)—Gloria Swanson wears these cocoa colored satin slippers with tucked pattern; mules 
that trail enough ostrich plumes for a major domo’s hat; Gretta Nissen prefers shoes unhampered by trimming 

Center—Evening shoes with heels or toes elaborated with brilliants or with semi-precious stones 

Bottom—Black satin with cut steel beading on the quarter, worn by Florence Vidor; mules with wings—another far- 

fetched idea; Gilda Gray wears pearl gray suéde with dark red trimmings 


fashion and good taste, especially in 
rural communities and, feeling the 
responsibility of what is expected of 
them along that line, they are grow- 
ing more and more careful in the 
selection of things to wear in the 
films. 

Constance Talmage, for instance, 
is in New York assembling an elabo- 
rate wardrobe for “East of the Set- 
ting Sun,” a picture that is to be 
the most pretentious thing she has 
ever attempted. The best artists, 
designers and modistes that money 
can retain are at work on the cos- 
tumes that she will wear. And, as 
far as clothes are concerned, mat- 


ters are left in their capable hands 
and the star has little to do except 
to be on hand for fittings and for a 
few helpful suggestions as to the 
“character clothes.” 

A motion picture company re- 
cently brought a man from Europe 
to design shoes—nothing but shoes 
—for a picture. 

Imagine, then, 
plays such an important part in the 
scheme of things, how assiduously 
the stars scour the shops for shapely 
specimens of the cobbler’s art. 

The stars buy some of the elabo- 
rate shoes pictured here to wear in 
the pictures, sometimes for only a 


when footwear’ 


brief scene in a picture, and then 
they are turned over to the custody 
of the wardrobe mistress, who 
stores them away on long shelves 
where they will wait for some “ex- 
tra” player to wear them in a ball- 
room or court scene some time. 

But for their personal wardrobes, 
most of the stars like simple, practi- 
cal footgear. Their profession re- 
quires them to spend many arduous 
hours on their feet, so that proper 
care of the feet is an important 
duty of the stars. Hence practical 
and well fitting footwear is chosen 
for use when not “on the set.” 
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Searching for “Something New” 


ERCHANTS of women’s shoes must sense 

the style moods of their customers; they can- 

not impose models unsuitable either in design or 

fabric, but must present styles worked out from 

the psychology of the women who will then appre- 

ciate them and accept them. The foremost thought 

in the mind of all women when selecting their foot- 
wear is “something new.” 

Recently a lady in an exclusive New York shop 
asked for the latest models, and when the clerk 
hastened to show them she exclaimed, “Why! 
Those are not new. I saw them all three weeks 
ago when I bought my last pair.” 

This is an extreme case and only a small propor- 
tion are so exacting, but most retailers and manu- 
facturers have sensed the desire for something 
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different in the minds of the ladies. To satisfy 
this desire search has been made from the slimy 
waters to the depths of the jungle for skins which 
at first seem bizarre but later join the ranks of 
materials which are generally accepted as good 
taste. 

To produce novel adornment for madame, de- 
signers of shoes have sent to far away Madagas- 
car for raffia, and now shoes with inserts of hand- 
embroidered raffia are appearing on Fifth Avenue, 

Refugee Russian noblewomen are making Ca- 
thedral point embroidery for beautiful mule ef- 
fects; in fact, there is no limit to what can be put 
into footwear. 

The very latest idea is that in the vogue for 
fashion welts and oxfords, the shoe lace itself may 
be either meshed chain in silver, gilt or bronze, or 
it may be an elastic cord coming to a knot at the 
top and having instead of metal lace tips Chinese 
ivory heads, or fancy pendants. The lace itself has 
become a possibility of adornment in the new ox- 
fords. Truly, there is no limit to the arts and 
crafts in footwear for the future. 


The Loop That Sells Pumps 


HE merchant who operates a little store may 
feel that many of the ideas put before him are 
applicable only to big store merchandising. In 
that he is often wrong, because the practice of sell- 
ing shoes at a profit is the same in his store as it 
is in the big store. If he sees opera pumps coming 
into vogue, he may feel that it is only a big store 
article of merchandise. He may feel that at the 
lower price he cannot give the public what it wants. 
Nevertheless, there is the demand and the flap- 
per with her five dollar bill wants the “going 
thing.” By shopping around he will be able to find 
pumps that do fit and he can go still further—he 
ean make an extra sale by an ornamented elastic 
band going around the instep of the foot that makes 
the pump doubly salable and actually more inter- 
esting to the customer, because the gir] then gets 
two types of shoes in the one pair. 

The small merchant might see a window display 
pictured that was a winner in a big store. By sim- 
plifying the idea he can make it practical in his 
store. It isn’t the size of the store that counts; it 
is the size of the man’s head that runs it. Human 
feet are the same, whether they come into the high- 
priced store, or low-priced store. They have the 
same number of bones, same troubles and the same 
cure is possible through correct fitting and the 
proper shoe for the proper use to which it is to be 
put. 

Where the little store makes its mistake is in try- 
ing to imitate precisely the merchandise carried by 
the big store in a nearby city or location. It would 
be folly for many little stores to put in footwear 
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at $10 and up. It can only stick to its profitable 
grade if it wants to be a success. 

The little store gets closer to its customer, and 
if it will sell what it has in stock and persuade the 
customer that what it has is right, it will grow. 
It can adapt good selling ideas to its own dimen- 
sions. It would be folly for it to follow the credit 
system, the fancy feminine footwear demand and 
the expensive advertising space and publicity ef- 
fort of the big store. The thing to do is to cut 
the cloth to the measure of the business and look 
to the growth that comes through service well’ 
rendered. 


Service—The Achilles Heel 


N competition with an industry which is both 

over-equipped and overmanned, the manufac- 
turer finds himself, on one side, compelled to com- 
promise with conditions of selling, on the other 
to compromise with conditions of production. In- 
terrupted operation fails to provide a steady pro- 
duction and manufacturing schedules cannot be 
maintained. When employment is uncertain and 
interrupted workers demand higher wage scales to 
provide a living income from part time activity, 
the result is rising cost in the face of maximum 
competition. 

Into this picture comes the mass-distributor. He 
sees opportunity to provide smaller communities 


with variety and at the same time to purchase in 


volume. He proposes to apply to distribution the 
economies earlier found in 
mass-production and_ to 
maintain steady sources of 
merchandise. With a large 
number of outlets he plans 
to maintain a _ constant 
turnover of merchandise. 
He applies system to his 
operations and develops or- 
ganization to accomplish on 
a large scale the things in- 
dividual retailers are re- 
quired to do on a small 
scale. His purpose is to se- 
cure economies by elimi- 
nating the duplications that 
occur in individual opera- 
tions. © 

The mass - distributor 
standardizes and trains an 
organization to perform the 
same kind of operations in 
separated places in a uni- 
form manner. He selects 
merchandise that will sat- 
isfy the greatest number of 
people most easily and 
which will require the 
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Oh, the shoe trade is a rotten “biz”— 
I would fling it in the mud— 

But, by gad, I can’t quit the game, 
Because it’s in the blood. 
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minimum of service in selling. He capitalizes 
every economy and operates purely on the basis 
of securing the maximum volume of sales. He 
avoids the purely local expenses that are involved 
in maintaining the communities in which he lo- 
cates his branches. Each of these economies is 
used as a means of offering merchandise below the 
price of individual retailers. 

Granted all these advantages—the heel of 
Achilles is vulnerable—the human foot must be 
fitted. To “fit the feet is a feat,” as one good mer- 
chant in Pennsylvania always says, and if shoe 
stores will do this one thing well—all the struc- 


ture built by mass-operation will not prevail 
against him. He can win by his service—some- 


thing absentee management cannot give—we know 
he is filling his place, and we want to stimulate 
him to greater effort. 


Don’t Catch “Conferitis” 


6 x; ONFERITIS” threatens to become epidemic 

throughout the commercial world. Its 
progress is so subtle that its victims seldom realize 
their condition. 

Analysis of a great number of stenographic 
records of conferences shows that the sense of 
values seems to become atrophied. This is indi- 
cated by the lack of relationship between time and 
subject. Those subjects which can have slight value 
frequently consume the greatest amount of time. 

The serious aspect of the 
case is the fact that men 
come to believe that they 
are actually conducting 
business during these pe- 
riods, while as a matter of 
fact there are many occa- 
sions when employees are 
waiting for instructions, 
customers are waiting for 
attention, salesmen are 
waiting for a hearing. 

While “conferitis” may 
have reached advanced 
stages in many organiza- 
tions, it is not incurable. 
A mixture of facts, logic, 
purpose and plan injected 
through the ears of the pa- 
tients will stimulate intelli- 
gent thinking and develop 
a sense of proportion and 
value. This treatment 
should be accompanied by 
a rigorous application of 
responsibility and a course 
of exercise of judgment and 
observation. 
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The Value of “Consumer ea” 


Plus Your Reputation 
Pulling Together, They Make a Powerful Team 


By R. L. PRATHER 


UESTION: “Which means the 
most to the people of this 
town—my name or the name 
of the manufacturer known 

only to the general public as an 
advertiser? 

Unquestionably the merchant’s 
name has the greater weight, if he 
be a well-known, reputable dealer, 
for many years in the town and 
noted for service to his trade. 

The dealer is known through his 
actual contact with people. 

The manufacturer is known only 
through advertising contact. 

But the manufacturer owns a 
certain invisible asset—“consumer 
acceptance,” as the experts call it. 
People have been reading the ads 
and have a desire to own the goods. 
They may go out of town to buy 
them, for all we know. They may 
order them by mail if the adver- 
tiser deals directly with the con- 
sumer. If not, they may write to 
ask the manufacturer where the 
goods may be purchased. 

_ You may be sure that every 
legitimate advertiser has some fol- 
lowing in every town. 

It is the linking together of two 

names that makes the ideal 

“hook up.” When a good dealer 
takes on the line of a good manu- 
facturer, the two are enabled to 
cash in on a very fine asset. 

The dealers’ long-time acquain- 


tance in the town and his reputa- 
tion are the principal features. The 
manufacturers’ invisible following 
is not to be lightly considered. 
The writer has witnessed a num- 
ber of such associations and found 
them highly interesting as a study 
in merchandising. For example: 


store in a western city, estab- 
lished for over a half century, de- 
cided to put in a line of well-known 
advertised shoes for women. A news- 
paper announcement told the people 
that on a certain day the store 
would open a special department 
devoted to the handling of those 
shoes—(let’s cail them Princess 
shoes in telling the tale). The ad- 
vertisement stated that the man- 
agement had studied the matter 
over for a long time and decided 


FE Besovad high grade department 


that its patrons would be well: 


served by this connection. I re- 
member the paragraph which told 
of the “joining of two fine names 
in an endeavor to give still better 
service to the women in footwear.” 

The opening day arrived, and the 
writer was on hand early to see 
what would happen. Also he 
wanted to hear what the women 
were saying about the new deal, as 
it has always been his practice to 
find out what people are saying and 
thinking. 


A group of women entered and 
looked curiously about the depart- 
ment. The floor man approached 
them and greeted them cheerfully. 
He knew many of them as regular 
customers of the store. One woman 
said: “I am so glad to see you 
handle Princess shoes here, Mr. 
Blank, I have always thought I 
would like to try a pair.” This was 
almost immediately echoed by a 
number of the others. 

One woman said: “I have been 
reading the advertisements of 
Princess shoes for a long time, and 
this is the first time I have ever had 
the opportunity of seeing them.” 

Another woman remarked: “I 
used to wear the Princess shoe in 
the East, but since we came out 
here I have been unable to get 
them.” 


ND so it went. These remarks 
are typical of the general run 
heard all over the department. Many 
of the women were attracted simply 
by curiosity and a desire to see 
“something new.” Some of them 
very frankly owned up to a feeling 
that it was “about time the store 
was getting in something a per- 
son could feel sure of.” Now that 
last remark reflects the suspicious 
mind. No matter what the stand- 
ing of the store, there were some 
women who were doubtful. You 


[CONTINUED ON PAGE 58] 
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This Week— 


Chain Store 


HE first system of chain 
stores is said to be that of the 
Atlantic and Pacific Tea Com- 
pany started in 1858. Then came 
the Woolworth chain in 1879. It 
has not been until fairly recently, 
say about 1900, that chains began 
to multiply and grow like guinea 
pigs. It has not been until recently 
also that chains began to handle 
such a wide range of goods. The 
grocery, cigar and drug fields seem 
to have offered the best opportuni- 
ties, probably because merchandis- 
ing in these fields was carried on 
at a low rate of efficiency. Today 
we find thousands of chains and in 
practically every line of merchan- 
dise. 

Chains are national, sectional or 
local in their scope, but all of them, 
regardless of size or location, are 
trying to meet exactly the same 
problem as the independent dealer ; 
that is, to have the right goods in 
the right amount at the right place 
at the right time and at the right 
price. They have succeeded large- 
ly because they have done just this 
job a little more or much more effi- 
ciently than the independent. But 
in spite of their great boom in re- 
cent years, their importance as out- 
lets should not be magnified. It is 
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said that they distribute anywhere 
from 6 per cent to 10 per cent of 
the goods retailed today, the per- 
centage, of course, varying with the 
type of merchandise handled. 
Probably one of the reasons why 
chain stores have been well patron- 
ized is that they have been some- 
what of a novelty. Everybody 
talked about this new idea of re- 
tailing, and it received much word- 
of-mouth advertising. The novelty, 
however, has just about worn off. 
The fundamental principle of chain 
store operation has been low price. 
This low price has been made pos- 
sible by two things—a low purchase 
cost of goods and operating effi- 
ciency after the purchase. Any ad- 
vantage which the chain store en- 
joys falls under one of these heads. 
Of all these so-called advantages, 
buying power seems to be the only 
inherent one. Chain stores have, 
as a rule, strong financial backing. 
They can get quantity discounts 
and cash discounts. Their size 
alone puts them in a position where 
they can often get price conces- 
sions. They are able to employ 
skillful buyers who are in constant 
touch with many sources of supply. 
Through controlling their own 
warehouses, through efficient stock- 
keeping, and by means of accurate 









Next Week— 


House to House 


records generally, chain stores se- 
cure a high rate of turnover. Often 
this turnover is attained at the ex- 
pense of lost customers. Chain 
stores as a rule carry narrow lines, 
and small stocks may mean unfilled 
orders. 

That chain stores have efficient 
management must be conceded; 
that is, the central management. 
The managers of individual stores 
are generally well trained, but have 
little opportunity to show any ini- 
tiative, if indeed they could show 
any. It is much easier to get man- 
agers for grocery stores than for 
some others, for instance, shoe 
stores. Stores of the latter type re- 
quire more ability. 

It used to be said that chain 
stores received much advertising 
value from their size alone or from 
that distinctiveness as to color or 
what not. This was the “novelty” 
idea again. Today, however, they 
find such advertising insufficient, 
and in increasing numbers are tak- 
ing paid space in newspapers. It 
is true that the cost of such adver- 
tising is spread over many stores, 
whereas an individual retailer must 
alone assume the cost of his adver- 
tising. 

We hear “location” and thus 






















“rent” given as advantages of chain 
stores. This is because chain store 
sites are generally picked with the 
greatest care in order to be sure of 
a profitable business onve the store 
is in operation. This, of course, is 
not an inherent advantage. 

Chain stores can “play checkers” 
with their stocks. If one locality 
fails to demand the goods stocked in 
its store, these goods are moved to 
another store and so on until they 
are sold, or it has been determined 
they cannot be sold. A New Eng- 
land shoe chain uses this method. 

Practically every advantage of 
the ehain store makes possible the 
supposedly biggest advantage and 
weapon of this type of store—low 
prices. This weapon has _ been 
somewhat dulled with the advent 
into the fray of great chain store 
competition, as well as that of the 
independents. 

It is easy to figure out theoreti- 
cally chain store savings, such as 
the elimination of the wholesaler, 
centralized buying and stock keep- 
ing, little advertising, quantity and 
cash discounts and so on, but it 
must be remembered that there are 
certain functions to be performed 
in the movement of any merchan- 
dise, and that the performance of 
these functions must be paid for. 
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Compare the price of chain store 
goods and independent store goods, 
and you will find any difference rep- 
resented by an equal difference in 
quality or service. 

Any reader of this story, who is 
an independent dealer, has proba- 
bly been questioning some of these 
advantages and rightly so. You 
have probably been asking “Can’t 
I take more time to find the best 
sources for the stock I need?”; 
“Can’t I get together with some 
dealers in nearby cities and towns 
and buy in larger quantities?”; 
“Can’t I keep proper control of my 
stock and accurate records?”; 
“Can’t I be an efficient manager if 
I try?”; “Can’t I use loss leaders 
once in a while to attract customers 
to my store?” 

The writer hopes your answer is 
a strong “Yes,” for after all, can’t 
you be strong where the chain store 
is strong? And, in addition, can’t 
you be strong where the chain store 
is weak? 

For instance, the independent 
store can offer several services that 
are bound to appeal to a lot of 
customers. There are the tele- 
phone, delivery and credit services 
which have a strong appeal. The 
service of exchanging of unsatis- 
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factory shoes, if done carefully and 
wisely, is a strong point for the in- 
dependent. 

The individual store can take a 
strong part in affairs of the com- 
munity and secure much good will. 
Personal service is a big factor. 
So is support of local organizations. 
Several independents have told the 
writer that they can fight any chain 
store through the fact that they are 
“part of the community.” Personal 
service and community spirit can- 
not be syndicated. 

The manager of an independent 
store usually has a much keener in- 
terest in successful operation than 
has a chain manager taking orders 
from someone many miles away. 
The former can fit his stock to the 
particular locality in which he is 
established and can experiment 
from time to time to insure correct 
policies. 

The competition of chain stores, 
then, can be met by wide-awake in- 
dividuals. The latter can do much 
themselves, and in addition have 
no end of sources of aid from man- 
ufacturers. These manufacturers 
know the desirability of keeping in- 
dependents in a strong position, and 
for some time now have been giving 
a great amount of time and expense 
to educating these outlets. 





The Value 


know there are a lot of that kind. 

The writer was in a sea shore 
resort town the past summer and 
had some fine chances to study 
people from all over the country. 
While walking through the busi- 
ness district of the little village, 
he overheard the remark of a man 
who was looking for a new bathing 
suit. He was looking in a window. 
Suddenly he said: “I'll try this 
store. I see they handle KEDS.” 

Talking to a man at the beach 
one day, he brought up the subject 
of cold water, woolen bathing suits 
and what a person should wear in 
the water. He said: “I always wear 
a Jantzen as I think they are 
warmer than others.” 

Why were these two persons will- 
ing to accept at face value two 
trademarks as vouchers, one for a 
good store and the other as a warm 
bathing suit? 

The dealer who showed KEDS in 
his windows probably never thought 
of the reaction on the mind of an 
utter stranger in the town. He had 
them for sale, he put them in his 


of “Consumer Acceptance” 


[CONTINUED FROM PAGE 56] 


window, and sold a bathing suit. 

In this case which name had the 
most weight, dealer’s or manufac- 
turer’s? 

In a little haberdashery the 
writer witnessed another instance 
of “consumer acceptance.” A man 
came in and asked if the dealer had 
any Cheney ties. The dealer said 
he did not, but he had something 
as good or better. While he was 
still talking, the man walked out. 

In a big shoe store recently I sat 
near the womens’ section and wit- 
nessed a typical instance of a 
“hard-to-sell” customer. The sales- 
man had shown the lady number- 
less shoes. She had tried on a 
lot and was still uncertain in her 
mind. The salesman was about at 
the end of his rope and had a sud- 
den inspiration. Picking up one of 
the shoes she seemed to favor, he 
said: “This shoe, madame, is the 
best we carry. It is made for us 
by So and So” (mentioning the 
name of a prominent manufacturer 
of high grade shoes). She bought 
it soon after. That was where the 


manufacturers’ name gave the 
knockout punch. The lady had con- 
fidence in the store, no doubt. But 
she just could not make up her 
mind which shoe to buy. When she 
heard that name it helped her make 
a choice. 

If you, friend dealer, were in a 
strange city and found yourself in 
need of some article of wearing ap- 
parel, what would you buy? Would 
you accept anything the salesman 
offered you, or would you pin your 
faith onto some thing you knew? 
Do you wear a Knox hat? Why? 
Do you wear a certain brand of 
collars? Why? 

The writer is strong for the idea 
that every man must manage his 
business according to his own judg- 
ment. If he feels that advertised 
lines are not for him, then that’s 
his own affair. Nothing that might 
be said here, or elsewhere, will like- 
ly affect his decision. But it does 
no harm to take a look at things as 
they happen. It is often good busi- 
ness to investigate some of these 
things and see for yourself. 
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DWARD H. WILD, manager of 
The Crossett Shoe Shop, 706 
Canal Street, New Orleans, La., 
writes: 

“We have had in New Orleans 
what we consider the most unusual 
thing occur. One of our stores 
sold a man a pair of tan kid oxfords 
at a price of $8.00. After wearing 
these shoes for three days this 
party brought them back to the 
store that he purchased them of 
and complained that the shoes 
were defective and had injured his 
instep, causing severe pain and 
high fever. 

“The manager in charge of the 
store asked him to show him his 
foot and while it was red and in- 
flamed, there was no abrasion. He 
told him the shoes were not defec- 
tive and that he did not believe 
they were the cause of his trouble, 
but suggested in order to satisfy 
him that he would give him a new 
pair of shoes, or his money back. 
He said he did not want either; 
that what he wanted was money 
and wanted to know how much the 
house would pay him for the suffer- 
ing and loss of time from work and 
they refused to pay him anything. 

“Through his attorney he then 
offered to compromise the case for 
$750.00, claiming that he had been 
confined to bed for two weeks dur- 
ing which time he had suffered 
greatly. The store, while he was 
confined to his home, sent their 
physician to examine him and their 
physician reported his trouble 
could be caused from almost any- 
thing, not particularly from the 
shoes. 

“After the store refused to pay 
him $750.00 he offered to com- 
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Your Help Is Needed to Stop, for All Time, 
the Form of Blackmail Revealed in 
This First Forum Letter 


promise for $200.00 and the store 
refused to compromise on any 
basis whatsoever, feeling they had 
treated him fairly and offered to 
replace the merchandise or give 
him his money back. 

“When the store refused his last 
proposition to compromise for 
$200.00 he then entered suit for 
$2196.00 and the case is now pend- 
ing in the courts. 

“As chairman of the Shoe Deal- 
ers’ Association here, I am wiring 
you and will request that through 
your columns you may be able to 
find a similar experience that some 
merchant in the United States has 
had and what was his way of han- 
dling it and how was the case 
finally settled. 

“You no doubt realize what a 
precedent it would establish if this 
house in New Orleans had to pay 
this man money. 

“I will appreciate and thank you 
for any publicity given this matter 
and look forward to your advising 
me of the results.” 


H. GILSON of the Barbour 
e Welting Company, Montello, 
Mass., writes us as follows: 

“Wouldn’t it be perfectly fitting 
and proper to tell the trade that 
many merchants are featuring 
Barbourwelt in their window dis- 
plays, using as their center piece 
the giant shoe which we provide as 
a spectacular feature of this dis- 
play. 

“Very shortly we will send out 
illustrative bulletins'to the trade, 
announcing that the giant shoes 
are available for window display 
by dealers who have in their stores 
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shoes made with genuine Barbour- 
welt. 


A. Mead of Upham Bros. Co., 
e Stoughton, Mass., writes: 
Here is a real window feature. 

A short time ago The Ward 
Stores, Broadway and Thirty-eighth 
Street, had a display in the window, 
in which they showed a complete 
window all the same style of shoe. 
It was a tan oxford in every width 
in the store, and let me say, it 
started from AAA and went to EE. 
Then in the other window they had 
the same style and they showed the 
same widths in every size, say, 
starting at a size 5 and going on up 
to 13, or wherever they stopped. It 
was quite interesting for the aver- 
age passerby to stop and look at 
such a display, and to get the 
thought into his mind of really 
what a shoe store is trying to do 
for him.” 


EORGE F. JOHNSON, head of 
Endicott, Johnson Co., says: 
“We are all interested in gen- 
eral business, but mostly in our 
own business. My advice is the 
same as it has been for several 
months—be careful—be prudent. 
“If people will ride in automo- 
biles and spend their money for 
shoes to fit the eye rather than the 
feet of themselves and their chil- 
dren—if people will go without 
comforts and even necessities so 
that they can ride in automobiles, 
there is not much of anything we 
can do to prevent it. The automobile 
industry is doing very well indeed, 
thank you, while our industry is do- 
ing poorly.” 
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More Display Ideas Both for 


Successful Stores In All Parts of the Country 


Mirror Your Message 


MIRROR, a small picture, a 

vase, two tables and a scarf are 
the things that will have to be taken 
from the property room for a win- 
dow showing of a like nature to the 
one pictured above. The property 
room may be some neighboring mer- 
chant who sells such things or per- 
haps they’ll come from the home. 
The mirror and the table under it 
are of the same design and belong 
together. The picture should be 
framed in keeping with the frame 
on the mirror. These three pieces 
should be companions. French, 
English, Colonial, of the same pe- 
riod, so long as they do not fight 
with one another. The vase, scarf 
and smaller table can be odd pieces 
as long as they harmonize in color, 
proportion and placement. In the 
photo the walls and the soft floor 
covering are of simple coloring, lend- 
ing a home feeling to the scene. 
The shoes, hosiery and buckles have 
been chosen with care and have been 
nicely arranged. Plenty of space 
keeps the merchandise apart. Too 
many pairs of shoes and too much 
hosiery in a window of this charac- 
ter would overcrowd it, spoil the 
effect and lose its punch and its sell- 
ing power. 

Foot forms used in the shoes. 
Stockings over the forms and loosely 
filled into the openings of the forms 
would take away the deep hole effect. 
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Read These Ideas 


@ Mirror Your Message. 


@ Small—But There with the Wallop. 


@ Advantageous Use of Small Space. 


@ Buccaneers, Booty and Buckles. 


@ Make the Golf Bugs Bite. 


Small—But There with the Wallop 


OR its size this entrance display 
packs a wallop that’s a dandy. 
Its size can be judged by the foot- 
wear shown. Its wallop can be ap- 
proximated by the story it tells. 
The public being attracted by the 
exhibits in the main windows be- 
comes interested in the merchandise 
sold inside the store and in order to 
see the various things on display 
moves into the entrance and is led 
to view the showing made in the 
small window. Then it is that the 
public, fairly well filled with desire, 
finds it hard to escape from at least 
one of the two doors. That’s where 
the small window gets in its work. 


It sums up the entire story of what 
the public will get on the inside. 
The picture of the fitting at the 
top suggests style, comfort, plenty 
of stock and courteous treatment. 
The name of the store gives voice to 
its merchandise and the slogan be- 
speaks knowledge of footwear and 
satisfaction to the customers. That 
the store itself is well lighted is 
shown by the windows in back of 
the show windows, in the doors and 
by one in the back of the small en- 
trance display. The display itself 
is finely arranged and the foliage 
and blossoms back of it add to the 
charm and help to create desire. 
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Windows and for the Interior 
Are Contributing to These Display Idea Pages 
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Advantageous Use of Small 
Space 


BUSINESS unit that allows 
two cashiers and two salesmen 
to do their work at the front of the 
store; that allows clerks to greet 
and speed the customers; that saves 
both customers and clerks many 
steps; allows for display of mer- 
chandise; all within the space of a 
few square feet comes very near to 
being a stroke of business genius. 
The top of the counter high show 
case, displaying shoes and hosiery, 
in front is utilized for wrapping 
paper, gummed tape, rubber bands, 
clips, etc. The string comes through 
(Continued at top of third column) 


Buccaneers, Booty and 
Buckles 


IRATES and treasure chests are 

linked together. Imagination 
calls to mind the stories of Captain 
Kidd and his chests of gold and 
precious jewels for which some folks 
even now go hunting. 


two little holes above and back of 
the paper near their inside edges. 
The sales slips and memo blanks are 
on a small slanted shelf built at an 
angle of degree that allows for ease 
in writing. The sales slip and the 
money are passed to the cashier over 
one of the projecting counters and 
through an opening under the glass 
beside the slanting shelf with its 
sales slips. Back of this low glass 
partition is the cashier. A phone is 


. at the cashier’s left. 


- 
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A bold _buccaneer. 

Skull and crossbones 

on the front of his 

hat. Naked to the 

waist. Red_ striped 

sash. Shining cutlass. 

Brown trousers of 

knee length. Wide, 

flapping tops to his 

boots. The iron-bound 

chest of jewels and 

precious stones at his 

feet. Romance. Stir- 

ring scenes. Fierce 

battles. The loot. It 

all comes back. And 

one doesn’t care a hang 

if it’s only a cut-out of 

a pirate, a small imitation of a 

treasure chest and the jewels are 

buckles and fancy heels. The desire 

is aroused. The spirit of conquest 

is uppermost. One craves action 

and possession. Folks that look at a 

window display of this nature must 

feel the urge to have these glitter- 
ing buckles and studded heels. 
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Golt Ball and CVal 


Make the Golf Bugs Bite 


OLF BUGS will bite. Cast the 
bait in the store window right 
back of the nice shining plate glass 
and they’ll commence to gather 
around and chatter in their own 
language about their game and just 
how shoes and soles affect the 
stance; and how the feel of this or 
that kind of a golf stocking acts on 
their play. 

The notations at the margins of 
the photo call attention to the prin- 
cipal things that go to make the 
showing and to the merchandise to 
use. The size and shape of the win- 
dow to be trimmed will be the guide 
for the composition of the entire 
display. With this unit for a refer- 
ence one can build a similar scene. 
Folks who golf in all kinds of 
weather will be attracted. Folks 
who go South for the winter will be 
desirous of being prepared before 
starting on their journey to a 
warmer climate. 
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Pageant and Convention Both 


At St. Louis 


Merchants to Meet January 4, 5 and 6 


Y authority of the board of 
B directors, Charles E. Williams, 

president of the Southwestern 
Shoe Retailers’ Association, has 
called the second annual convention 
of the organization into session in 
St. Louis on Jan. 4, 5 and 6, 1926. 
These dates are the same as those 
announced for the St. Louis Pageant 
of Footwear Fashions and will give 
the retail shoe merchant an oppor- 
tunity to combine his spring foot- 
wear purchases with the educational 
sessions of the convention. 

Plans are under way for a brief 
but interesting program to be held 
probably in the mornings of the 
three-day meeting. 

The meetings will be held in the 
Statler Hotel, Parlor A. This will 
be convenient for the delegates, as 
the St. Louis shoe manufacturers 
will have their display in the same 
hotel. The styles show will also be 
held in the ballroom of the Statler. 

The membership of the association 
has been increased considerably 
during the past year and a record 
attendance is anticipated by the of- 
ficers and directors. 

President Williams has requested 
all those expecting to be in attend- 
ance in St. Louis during the con- 
vention to secure, when purchasing 
their railroad ticket, a reduced fare 
certificate, as application has been 
made to all railroads for the fare- 
and-one-half privilege. Last year 
the rate was granted, but was re- 
stricted to a limited territory. It is 
hoped that this year the privilege 
will be extended to include all sec- 
tions of the United States. 

Arrangements are being made to 
have two of the leading civic organ- 
izations invite the delegates to their 
weekly luncheon meeting. In both 
instances an attempt is being made 
to secure speakers of national prom- 
inence who will have a vital message 
for the retail shoe merchant. 

Further announcement of the 
complete program will be made 
shortly, according to Charles E. 
Williams, who is devoting practi- 
cally all of his spare time in making 
this convention an outstanding suc- 
cess. 


C. E. WILLIAMS 


As president of the South- 

western Shoe Retailers’ Asso- 

ciation, he has issued the con- 
vention call. 


The second annual St. Louis 
Pageant of Footwear Fashions will 
surpass the initial effort of last year 
in brilliance and performance. The 
various committees of the St. Louis 
Shoe Manufacturers and Whole- 
salers’ Association in charge of the 
spectacle have under way elaborate 
plans which are developing rapidly 
and which will be a revelation in 
artistry and beauty. 


FEATURE that will receive the 
plaudits of the retail shoe mer- 
chant attending the style pageant 
will be the $4,000 runway being con- 
structed by theatrical engineers as- 
sociated with one of the most promi- 
nent theater chains in the country. 
Aside from the elaborateness of the 
runway, it will be crowned like 
many of the famous highways so the 
display of footwear will be conspic- 
uously eye-level. The presentation 
of footwear in the peak manner af- 
fords a distinct opportunity in that 
the fit of the shoe may be intimate- 
ly analyzed. 
The city has been combed for the 


fairest of its daughters to present 
the products of its largest and most 
potent industry to the thousands of 
retail shoe merchants who will be 
present. Forty of St. Louis’s girls 
have been selected. 

Gene Rodemich’s Brunswick Re- 
cording Orchestra will syncopate 
savory tunes to the step of the style 
strutters. Nationally known, this 
musical aggregation will in itself be 
a super-attraction from an enter- 
tainment viewpoint. 

Negotiations are now being car- 
ried on for the purpose of securing 
nationally known theatrical stars 
for the entertainment portion of the 
pageant. 


EMBERS of the association 

promise to introduce the very 
latest innovations in spring foot- 
wear at the pageant. The keenest 
style brains of the entire market 
will be employed in the designing 
of the runway shoes. These shoes 
are to be practical styles or, adopt- 
ing the slogan of the organization, 
“Shoes That Sell.” 

The entire membership of the St. 
Louis Shoe Manufacturers and 
Wholesalers’ Association will have 
sample rooms in the hotel. In addi- 
tion to these lines, however, it is 
stated by F. A. Mahler, executive 
secretary of the association, that ap- 
proximately three hundred lines 
from other markets will be spread 
during the show. The Jefferson, 
Mayfair, Maryland and Marquette 
hotels will house the lines from all 
prominent shoe centers. 

Cooperation of the St. Louis 
manufacturers has been offered to 
these outside manufacturers and 
reservations have been made 
through the secretary. Approxi- 
mately 3700 merchants attended the 
1925 pageant. It is estimated this 
year’s attendance will smash the 
previous record and the prediction 
is that at least 5000 merchants will 
visit the “Worid’s Shoe Style Cen- 
ter” during the three-day pageant. 

Hotel reservations can be made 
through F. A. Mahler, executive sec- 
retary, St. Louis Shoe Manufac- 
turers and Wholesalers’ Association. 
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Record Attendance 


Expected at 
N.S. R. A. 


Convention 


Hotel Reservations - 


Being Snapped Up 


Jecest by the advance 
requests for hotel reserva- 
tions which are being re- 
ceived from shoe merchants 
all over the country, the 
fifteenth annual convention of 
the National Shoe Retailers’ 
Association, to be held in the 
Hotel Sherman, Chicago, Jan. 
7, 8 and 9, will break all 
previous records for attend- 
ance. 

Never before in the his- 
tory of the N. S. R. A. has 
there been so much interest 
displayed at such an early 
date over any of the associa- 
tion conventions. Already 
several of the hotels have 
reached their limit and Man- 
ager George M. Spangler has 
been compelled to call in the 
Chicago Association of Com- 
merce to aid in properly tak- 
ing care of the shoe buyers who are 
planning to be on hand when the 
trade gets together in January. 

In spite of this advance flood of 
reservations, Manager Spangler, 
through the cooperation of the 
Association of Commerce, will be 
able to guarantee everyone attending 
the convention a comfortable room. 
Advance reservation can be made 
now by writing N. S..R. A. head- 
quarters at 224 South Michigan 
Avenue. 

The splendid work that the asso- 
ciation has been doing for the rank 
and file of retail merchants through 
its new policy of having regional 
governors in charge of certain dis- 
tricts is responsible for the unusual 
interest that retailers are showing 
in the coming convention. Mer- 
chants who formerly paid very little 
attention to joining trade associ- 
ations have with the past year be- 
come enthusiastic supporters of the 
N. 8. R. A. 


made. 


Chicago. 


A Message 
From the Fighting 


President of the N. S. R. A. 


“The retail shoe business needs this 
great National convention that will be in 
session in Chicago in January. It is here 
that the greatest profits of 1926 will be 
Ideas will be unfolded that have 
made millions—warnings will be given 
that will save millions. Retail Shoe Deal- 
ers, those of you who wish for more profit 
— beckons—you must respond or 
ose. 

“I want to shake your hands—welcome 
you as a progressive shoe merchant at 
Come along. I'm your friend.” 

(Signed) John J. Baird. 


The convention this year is being 
conducted along different lines than 
heretofore. The exposition feature 
at the Coliseum has been eliminated. 
Instead, all manufacturers who are 
cooperating with the retail mer- 
chants in making their convention 
a big success will display their shoes 
in rooms at the Sherman, where the 
convention sessions and style revue 
will be held. This new plan was 
suggested by the manufacturers’ 
association and accepted by the re- 
tailers, who are anxious to conduct 
the convention along lines that will 
result in the most good for the en- 
tire industry. The new plan makes 
it easier for shoe buyers to visit 
their various displays and _ select 
their shoes in private. 

An unusually interesting program 
is being arranged for the benefit of 
convention visitors. The committee 
in charge hope to arrange for a num- 
ber of addresses and discussions 
which will make every visiting re- 
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tailer a better merchant for 
having made the trip to the 
convention. It is planned to 
secure as speakers some of 
the foremost authorities on 
shoe styles, merchandising 
and advertising in the coun- 
try. 

The style revue will eclipse 
any previous shows. It will 
again be under the direction 
of Edward Beck, who is 
recognized as the foremost di- 
rector of style shows in the 
country. Mr. Beck is plan- 
ning many novel and unique 
features for the revue which 
are expected to make the 
show not only educational but enter- 
taining. A brand new type of run- 
way will be used to permit retailers 
to study the shoes much more care- 
fully than in the past. 

Manufacturers all over the coun- 
try are rallying to the support of 
the retail merchants in splendid 
fashion. There will be large group 
displays from a number of sections 
prominent in shoemaking. New En- 
gland, under the leadership of 
Everett Bradley, is planning the 
biggest representation that section 
of the country has ever had at any 
N. S. R. A. convention not excepting 
even those held in Boston. The open- 
ing gun of the campaign to secure 
this record-breaking group display 
was fired at the recent dinner of the 
Boston Boot and Shoe Club when 
prominent manufacturers spoke 
favoring the plan. Other shoe pro- 
ducing centers also are making 
preparations for elaborate group 
displays. 
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The groundhog finds that 
spring is heralded by new 
footwear—a more modern 
barometer of sunnier days 
than his old shadow... . 


We Nationally Determine—Style Springtime 
in Our Issue of December 12, the 
Calendar Notwithstanding 


The peak of Spring shoe selling has moved backward—some merchants 
sell more shoes the week prévious to Palm Sunday. Some merchants 
find Spring sitting in the lap of Winter, trying on new shoes at southern 
resorts, so the opening Spring festival is a movable factor in deliveries. 
All the more reason why a lot of Spring shoes should be made in Decem- 
ber. Profit is measured by service and if stores have not shoes sufficient 
to the national need for new Easter footwear, why then, other more 
energetic apparel businesses get the cash. 





What the big butter-and-egg man buys for 
footwear—to make the folks back home take 


notice ... in our next issue. 


Stop—look—and enter. A series of Recorder 
windows that will so stop traffic that you will 
need a traffic cop for your store-front. 





“Shoes are good friends to your feet when 
they are chosen as you choose friends—with 
care.” That’s the way a great newspaper pre- 
sents a series of cooperative shoe advertisements 
in the interests of shoe merchants of Albany, 
New York. It is one of the most constructive 
things that has been done to make the public 
shoe conscious. 


The. big article in this issue, “Fighting 
Leather,” being the ambitions of a crusader in 
the person of George Geuting. He hopes to 
discover men’s footwear so perfect that every 
new pair will feel precisely like the old pair. 
Miracles in last making and in putting mate- 
rials into their proper places. Also, a way for 
every merchant to use his window to convince 
his customers. 
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“Tt delights the Woman, 
of discriminating taste 
to find new and novels 


























Model Courtesy 
SHERWOOD SHOE COMPANY 


it is Schrudt. Calf leather 
regular fitush in Copper lustre 


Carl E.Schmidt & Co. inc. 
Tanners of the Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 























" High gloss now so popular 
has been perfected 12 
* _CESCALF . 
in “ai a and Broadway y ie 
“Tan makes your stock complete M4 e 


for mens shoes 


CRAWFORD SHOE “& 
Courtes 
CHAS A. EATON CO, 


Carl E. Schmidt & Co. inc. 
© Tanners of the Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 
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Hand in Hand 
advertising and lower sales cost 


It is to the buyer’s interest to know that goods are sold 
economically for he pays the cost of selling just as he 
pays for the cost of manufacturing. 

That’s why more and more buyers are scrutinizing sales 
methods of manufacturers, for they know that excessive 
sales costs mean either higher prices or shrinking quality. 


The seller who clings to antiquated, expensive methods of 
selling is no more entitled to patronage than one who runs 
an out-of-date factory. 


Machinery has cut costs and standardized products in man- 
ufacturing and the machinery of advertising is accom- 
plishing similar benefits in selling, for advertising in publi- 
cations such as this one, is not an added expense, but an 
improved means of communication that takes the place of 
slower and more costly methods. 


These are demonstrated facts and thinking buyers are rec- 
ognizing the advantage to them of encouraging progressive, 
economical sales methods, such as have been adopted by the 
companies represented in the advertising pages of this journal. 


The advertising these companies are doing not only cuts the 
cost of selling, but it increases production volume, stand- 
ardizes quality, and is a guarantee of good faith. 

Write us about anything you desire to know about business 
papers or the fields they cover. 











The 
ASSOCIATED BUSINESS PAPERS, INC. 


. Headquarters, 220 West 42nd Street, New York City 
; , Over 120 Publications Reaching 54 Different 
e a Fields of Trade and Industry 


€ “Member of The Associated Business Papers, Inc.” means proven 
circulations PLUS the highest standards in all other departments. 
* 








BOOT AND SHOE RECORDER isa member of the A. B. P. 


When writing to_advertisers_please mention Boot axp Suoz Rzcorpsr 
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As always—Cushnian: Hols 3 is ready with the lead- 
ing line of popular priced white shoes, amost profit- 
able line for volume buyers: ~~ 


i= Rastery and dlome Office... —____ 
OSTON ee AUBURN, MAINE 





Wien avtting-dodiuestinace Glente-cueation Gave ane Sua aan 
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SHOE TRAVELER NEWS 


Edited by Helen M. Haney, Associate Editor 
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Are You the. Type of Salesman 
Who Wins Out? 


haps you are weak handed, but 

stick to it steadily and you will 
see great effects, for constantly. 
dropping wears away great stones 
and little strokes fell great oaks.” 
Without stick-to-itiveness, no sales- 
man is apt to climb to the top of the 
ladder. 

Robert Bruce six times failed to 
free Scotland, but a _ struggling 
spider climbing up -after- six falls 
revived his courage—and Bruce won 
out. One day a young chap refused 
to work in refrigerator cars, as they 
were “too smelly.” “Let me go,” 
said Thomas E. Wilson. He went 
and became president of Morris & 
Co., now the second largest billion- 
aire packer in the world. 

The reason James J. Hill and 
Frank W. Woolworth (both poor 
boys) became the biggest men in 
their time was because they grasped 
opportunity—they ran AFTER her. 
Henry Ford is another instance of 
a man creating his own opportunity. 

YOU’RE BOUND TO WIN. So it 
will be all through life—difficulty 
after difficulty, obstacle after ob- 
stacle, problem after problem, all to 
be overcome and solved by applica- 
tion and hard work. Let us increase 
our calls and welcome difficulties— 
they are all of them so many first- 
class opportunities that lead on te 
success. It is persistence that 
always wins and whenever you feel 
you must let up and give in, why, 
that very feeling is the surest sign 
that we ought to hang on all the 
tighter. We call this grit. 

The salesman does not live who 
always wins. The ablest salesmen 
have their setbacks and their dis- 
appointments. Generals have lost 
battle after battle, yet won out in 


Gm Benjamin Franklin: “Per- 


From the Nunn-Bush Sales Bulletin 


the end. The salesman does not 
live who always wins, but the sales- 
man who ultimately wins brushes 
aside temporary failures and goes 
ahead with the indomitable will 
that cannot be defeated. 

If YOU never try, no one will 
ever try for you. If YOU don’t 
make a start, NO ONE will give you 
the impetus. The world is SEL- 
FISH—every individual is edeavor- 
ing to the best of his might to 
utilize his knowledge and experience 
and advantages to his OWN profit. 

Only the ambitious acheieve, and 
ambition, without initiative, is a 
useless possession. It has as much 
value as a GUN without AMMUNI- 


TION. 





Frank W. Brown, who recently 


joined the salesforce of the 
Thomson-Crooker Shoe Co., Bos- 
soutioans Ghts, oth hondedivees 
sout, io, wit rs 
at the Tyler Hotel, Louisville, Ky. 








Worthwhile things are hard to 
get, otherwise they would have no 
VALUE. GROUND fruit is 
easier to pick than that on the 
TREE, but if it were~SOUND it 
wouldn’t lie so LOW. What is NOT 
DIFFICULT to secure can be just 
as READILY got by EVERYONE 
else. 


Brown with Thomson- 
Crooker 


Frank W. Brown, formerly con- 
nected with the Outing Shoe Com- 
pany and prior to that with Lunn & 
Sweet Company, is to represent the 
Thomson-Crooker Shoe Company in 
Kentucky. Mr. Brown has traveled 
this territory for some time and is 
conversant with the requirements of 
his particular trade. 

Mr. Brown is one of the “younger 
generation” of shoe travelers who 
knows the game through heredity 
and special training. 


Gregory Stone Active in 
Shoe Circles 


All the folks up North—in Boston 
town and _ thereabouts—remember 
Gregory E. Stone, who in 1923 and 
for many years before that was a 
traveler, selling shoes in the South- 
land. It was through his acquaint- 
ance with that section of the country 
that -he saw the wonderful real 
estate boom that was about to visit 
Miami, and he decided to transfer 
his line of activities to real estate. 
He is now -president and treasurer 
of the Stone-Simms Realty Co., 
Miami, which he terms “The City of 
Sunshine and Flowers.” 

He still loves the shoe business, 
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The Most Complete “In Stock” Line of Senior and Junior Misses’, Children’s and Infants’ Turns of Any Manufacturer 


a 














1555—Senior Misses’, Patent D’Or- 


say Regent Pump, 10/8 rubber heel, 


our 66 last. 
Widths A, B and C, 3 to 8....$3.85 


1556—Same, in TAN CALF. 


Senior 
Misses’ 


Exhibit, Jan. 18 to 20, 
Room 261, Hotel Tray- 


Watch for Our Display, 
Penna. Shoe Retailers’ 
more, Atlantic City. 


TRADE MARK 


1600—Senior Misses’, Potent, instep 
strap, cut out quarter, 8/8 rubber 
heel, our 54. last. 

Width C only. 2% to 7 


1550—Senior Misses’ Patent Regent 
Pump, 10/8 rubber heel, our 66 last. 


Widths A, B and C, 3 to 8....$3.85 


1563—Senior Misses’ Patent Buckle 
D’Orsay, gore front, 10/8 rubber 
heel, our 66 last. 


Widths A, B and C, 3 to 8... .$4.00 


Aristocrats OF FASHION are these 
Senior Misses’ TRETCO Turns. Their 
smart appearance and the high quality of 
the materials and workmanship make them 
leaders everywhere. Light, attractive in de- 
sign, yet splendid in wearing quality. Soles 
are of.genuine “oak-tanned bends” and are 
cut in our own factory. These smart models 
are specially priced for your profit. Get the 
jump on your competitors by sending in your 
order today. It pays to carry Tretco Turns. 


TRETCO 


SHOES 


SENIOR AND JUNIOR MISSES’, 
CHILDREN’S AND INFANTS’ TURNS 


‘THE ROBT. E. TUBMAN CO. 


BALTIMORE 
Established 1906 
NEW YORK DISTRIBUTORS 
Carrying a Complete Stock of all TRETCO Numbers 
WM. KELLERS SHOE COMPANY, Ince. 
198 Church Street, New York City 








1542—Senior Misses, Patent, one 
rem 10/8 rubber heel, our 6 = 
Widths A, B and C, 3 to 8....$3.8 


1642—-Same, 8/8 rubber heel, our ss 
ere. Widths B and C, 2% to 7, 








When writing to advertisers please mention Boot anp SHor Recorper 
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Gregory E. Stone, former shoe 
traveler, who some months ago 
decided to join the real-estators 


of Miami. He is now president 
and treasurer of the Stone-Simms 
Realty Co, Just to keep his hand 
in the old game, he presided at a 
recently held banquet of the 
Miami Shoe Retailers’ Associa- 
tion, which society he was instru- 
mental in forming 


however, and is justly proud of the 
fine cooperative spirit and friendly 
feeling which it has been his privi- 
lege to imbue into the fellow work- 
ers of Miami’s shoe trade. For on 
Nov. 9 Gregory E. Stone was much 
gratified to preside over the banquet 
of a large body of shoe men—the 
newly formed Miami Shoe Retailers’ 
Association. Mr. Stone’s talk at 
this “get together” banquet was 
based on his past experience in 
forming other associations among 
the shoe fraternity, including shoe 
men’s clubs, retail shoe associations 
and shoe salesmen’s associations. 
Mr. Stone proposed that a meeting 
be called for Nov. 12, and at this 
meeting there were representatives 
from every store in the city. At this 
meeting Mr. Stone turned over to 
the officers of the Miami: Shoe Re- 
tailers’ Association a constitution 
and by-laws sent special delivery by 
Mat Condon of Charleston, S. C. 
And already the “baby” shoe re- 
tailers’ association of the country is 
receiving the congratulations of its 
“elders.” 

In October Mr. Stone was ten- 
dered a birthday party by Roy 
O’Berry, president of the Miami 
Shoe Retailers’ Association, and 
other members of the trade, at 
which he was presented a large lov- 
ing cup, various other presents and 
scores of letters and telegrams. 
There was a special program, includ- 
ing theatrical acts. 
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N. Y. Travelers Reelect 
Officers 


At the regular annual meeting of 
the Boot & Shoe Travelers’ Associ- 
ation of New York, held in the Bush 
Terminal Sales Building, Nov. 27, 
the entire list of officers, headed by 
A. L. Armstrong, president, was 
voted back into office for another 
year, or until a special meeting is 
called for the purpose of electing 
new officers. Discussion on this 
point and on other important mat- 
ters pertaining to the future work 
of the organization will take place 
at a special meeting to be held the 
last Friday in January. 

It was voted to discontinue the 
death benefits which the organiza- 
tion has been paying for at least a 
year. A resolution was adopted urg- 
ing the officials of the National Shoe 
Travelers’ Association to take steps 
to affiliate their association with the 
National Council of Traveling Sales- 
men’s Associations. 





a 


D. H. Holder, who covers Okla- 
homa for the Edmonds Shoe Co., 
Milwaukee 


Holder a 100% Quota Man 


D. H. Holder represents the Ed- 
monds Shoe Co. of Milwaukee, Wis., 
manufacturer of men’s shoes, in 
Oklahoma. Mr. Holder is a “100 per 
cent quota man” and is the oldest 
salesman with the company in point 
of service. He was with the Ed- 
monds company at the time the firm 
started in business and today he is 
the leading salesman in the number 
of pairs sold for the season. 


“The best sales talks are made 
after the buyer says “no.”—Walk- 
Over Salesmen’s Handbook. 








Charles E. W. Grinnell has de- 
cided to retire from the Alfred 
Kimball Shoe Co. 


Spence Succeeds Grinnell 


Clarence B. Spence and Charles E. 
W. Grinnell have been brother sales- 
men and “neighbors” in the shoe and 
leather district of Boston for many 
years. And so, it was only fitting 
that when Mr. Grinnell decided to 
retire from the Alfred Kimball Shoe 
Co. that Mr. Spence should decide to 
take over the territory of his good 
friend. “Charlie” Grinnell has been 
a shoe salesman, with headquarters 
at 54 Lincoln Street, for 35 years. 
He is a member and past president 
of the Boston Shoe Associates. He 
has a wide circle of acquaintances 
throughout the trade. It is report- 
ed that after a vacation, Mr. Grin- 
nell may re-enter the shoe business. 


Cantilever Convention 


Jan. 6, 1926 


The salesmen selling the Morse & 
Burt Co.’s “Cantilever” shoes and the 
Cantilever dealers will meet at the 
Blackstone Hotel, Chicago, Wednes- 
day, Jan. 6. A business session will 
take place from 10 a. m. to 5 p. m. 
with noon luncheon and in the even- 
ing the annual banquet will be held 
at the Tiger Room, Hotel Sherman, 
at 7 p. m. 

The date of the Cantilever “Get 
Together” is the day before the open- 
ing of the N. S. R. A. Convention, 
which occupies the last three days of 
the week, instead of, as formerly, 
the first four days. Cantilever sales- 
men and dealers state that this 
annual meeting has always been of 
great value to them in getting more 
Cantilevers sold right. 
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ry Order Now! 
FBA&C 


Ve re 2 £. 


GLAZED KID 


A prompt anticipation of 
your requirements assures 
you the best service and 
deliveries. 























AMALGAMATED LEATHER COs. INC. 


315-317-319 Arch{Street, Philadelphia, U. S. A. 
Factories: WILMINGTON, DEL. OG 


When writing to advertisers please mention Boot anp SHoe REcorDER 
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Turner Reports Good Trade 


R. H. Turner, who sells the Edwin 
Clapp shoe in the Middle West, 
writes from Nebraska that business 
is greatly improved in his section 
and that the retail merchants are 
showing real enthusiasm about 
placing their orders. He also says 
that the wider toes are not so strong 
in high grade footwear, that black 
is gaining in favor in both calfskin 
and kid, and that a medium shade 
of tan is the prevailing color. 


Herrington with Rich 

E. P. Herrington of Highland 
Park, Michigan, formerly with the 
J. & T. Cousins Co., is to represent 
the Rich Shoe Co. of Milwaukee, in 
the Middle West. This concern 
makes women’s shoes, with which 
line Mr. Herrington is well acquaint- 
ed, as well as with the territory 
which he is to travel. He was for- 
merly a retail shoe salesman in the 
women’s shoe department of R. H. 
Fyfe & Co., Detroit. He is therefore 
well equipped to give good merchan- 
dising suggestions to his trade. 


Thomson-Crooker Officers 
on Trip 


C. R. Thomson, president, and 
Buford H. Jones, vice-president and 
salesmanager of the ‘Thomson- 
Crooker Shoe Co., are leaving Bos- 
ton Dec. 5. They will take a three 
weeks’ trip, covering the big cities 
of the country east of Chicago, call- 
ing on their old and new customers. 
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Stanley Wass, who sells the vol- 
ume trade of the country, except 
Pennsylvania, Ohio, Michigan and 
New York, for the Engel Shoe 
Co., Ine., Everett, 8. 


Wass and Orlick on Trips 


Stanley Wass and Max Orlick sell 
women’s novelty shoes for the Engel 
Shoe Co., Inc., Everett, Mass. Max 
Orlick covers Pennsylvania, Ohio, 
Michigan and New York and “Stan” 
Wass all the rest of the country. 
Both men are well known to the 
volume trade of the United States 
and both left Boston on Sunday 
night, Nov. 29, to see their cus- 
tomers. They will return to the 
Hub about Christmas time. When 
the St. Louis Pageant of Footwear 
is “pulled off” on Jan. 4-6, both 
these men will be “right on the job” 
and exhibit their line at Room 714, 
Jefferson Hotel, St. Louis. They 
will also show the Engel line at the 
Boston Wholesalers’ Show, Jan. 12- 
14. Said “Stan” Wass in a recent 
interview: “The Engel line is built 
to sell at popular prices. It is very 
fancy stuff—all new novelties. We 
are playing up the new shades in 
fancy leathers and combinations.” 


Gordon with Nettleton 


L. J. Gordon has joined the A. E. 
Nettleton Co.’s salesforce and will 
cover the Western coast. Mr. Gor- 
don is a thoroughly experienced 
shoeman. He started in the shoe 
business in 1907 with the Stetson 
Shoe Shops, later traveling for the 
same company. In 1913 Mr. Gordon 
entered the employ of Hanan & Son 
and traveled for this concern from 
Chicago to the Pacifie Coast for ten 
years. Mr. Gordon on his first trip 
for the Nettleton Co. carries with 
him the good wishes of his many 
friends throughout the country. 
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H. Jacob Salesmen Showing 
1926 Line 


Following months of preparation, 
salesmen of H. Jacob & Sons, Inc., of 
Brooklyn, large slipper manufactur- 
ers, are now showing their 1926 line. 
The salesmen say that this is one of 
the most beautiful and artistic lines 
ever presented by this house. H. 
Jacob & Sons, Inc., look forward to a 
big year in 1926. 


“Tobey” with Rice-O’Neal 


Jules T. Tobian, formerly mer- 
chandising shoes at Waco, Tex.; 
Austin and Beaumont, Tex., for the 
Segall Shoe Stores, and later of the 
Vogue and Smart Shops at Waco, 
decided a short time ago “to go a- 
traveling.” And so we find “Tobey” 
on the road selling the young 
women’s Rice-O’Neal line of St. 
Louis. “Tobey” sold out his retail 
shoe business the past summer and 
recently lined up with the above- 
mentioned St. Louis house. He is 
going to show his new spring line 
at the Fort Worth and St. Louis 
conventions, where he hopes to greet 
all of his old Texas friends. 

Said “Tobey” in a recent letter to 
the RECORDER: “I have been a con- 
stant subscriber to the RECORDER 
for the past twelve years.” Mr. 
Tobian’s wide experience and knowl- 
edge of shoe retailing should make 
him a valuable shoe merchandising 
counselor. He is most enthusiastic 
over his new line, which he de- 
scribes as “A high grade, fashion- 
able shoe for young women.” 





































T. Tobian (“ i To- 
bian), formerly mer- 
chant of Texas, is ey @ shoe 
traveler. He sells the Rice-O’Neal 
line of St. Louis 
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There Is Only One 
GENUINE BARBOURWELT 


December 5, 1925 








This rib is only a 
sewed-in gasket of 
rubber, or stuffed 
upper leather~~ 


The rib of genuine: 
BARBOURWELT is all 
one solid piece~part 


of the welt itself ~ 
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There is a very radical and distinct difference between the 
construction of BARBOURWELT and any other so-call- 


ed “cork-welt™’ on the market. 





BARBOURWELT is the only welt of its kind manu-~ 


factured from sole leather in one solid piece. All other welts 
which casually resemble this are of two-unit construction 
in which the “rib” is made of rubber or of stuffed upper 
leather. The rib of BARBOURWELT is combined 
bi the Goodyear Welt asa solid integral part of the welt 
itself. 









From the very nature of its one-piece construction 
BARBOURWELT affords real added value to the shoe 


which can be obtained in no other way. 


Shoes made with BARBOURWELT hold their shape. 


The upstanding rib of sole leather acts as a retaining wall 
_ — the natural tendency to “tread over’ and distort 
the shoe 


NATIONAL ADVERTISING is acquainting the 


public with the merits of this construction. For a 
turnover and repeat orders from satisfied customers, speci fy: — 


BARBOURWELT 


Manufactured Exclusively By 
BARBOUR WELTING COMPANY, Brockton, Massachusetts 


When writing to advertisers please mention Boot anp SHos Recorper 
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How I Buy and Merchandise My 





Rubber Stock 


By a Retail Shoe Merchant of “The Hub” 


6é ROM Sept. 1 to April 1 is 
reverse selling time,” re- 
cently said a Boston rubber 
shoe buyer and merchandiser. “We 
try to sell as many pairs as possible 
before winter sets in—our slogan is, 
‘Make haste to sell overshoes before 
the snow flies.’ In that way, the 
overshoe stock is kept on a more 
even basis and when winter comes, 
with snow and slush and _ its 
attendant rush for extra foot pro- 
tection, trade can the better be han- 
dled. Overshoes, with all the rest 
of the rubber stock, occupy a per- 
manent place right up front on the 
left hand side of the store. During 
the summer months, the period from 
about the middle of April to Sept. 1, 
our canvas rubber soled footwear 
occupies this section. 

“Before the winter rush for over- 
shoes is ‘on’ we pay our salesmen a 
five-cents-a-pair premium on every 
pair of overshoes sold as the result 
of a suggestion to the customer buy- 
ing shoes. If, however, the customer 
comes to the store for the specific 
purpose of buying overshoes and no 
suggestion has, therefore, been 
necessary, no salesmen’s premium is 
allowed. 

“It pays to carry the best over- 
shoes and to make it known that the 
best rubbers are always the least 
expensive to the customers in the 
long run—that good overshoes will 
often outwear two pairs of cheap 
overshoes. 


“FT PLACE my orders for overshoes 

early in the year and always 
plan to order enough to carry us up 
to the first of the next January. These 
overshoes are delivered in August 
and are always right as to the type 
of heel and toe—the rubber manu- 
facturers look out for that impor- 
tant detail. By January we can see 
how the stock is moving, and if it 
is moving so that it is nearly de- 
pleted we can draw the needed num- 
bers from jobbing houses or from 
the factories. 

“Overshoes are being. made bet- 
ter and more interesting all the 
time. We carry about 4000 pairs— 
the bulk on the newer and most 


popular types. The ladies like the 
newer types and are always looking 
for the latest ideas in overshoes. 
And now that the raincoat ‘slicker’ 
has struck such a high note in the 
popular fancy, the overshoe, which 





The new all-rubber “Zipper” 


boot. It has the same contour 
as the other Zippers, but with- 
out the jersey top. 





is worn for the most part flapping, 
is a better seller than ever. 

“Overshoes with white or cream 
color wool linings are ofttimes 
chosen by the younger set to wear 
over evening shoes. This is the age 
of easy-to-get-into footwear. The 
vogue for step-ins has proved that. 
Now, by the same token, overshoes 
offering this feature—and those 
eliminating the need of carrying 
dancing shoes under the arm, 
through the white lining into which 
the evening shod foot may slip with- 
out fear of being soiled—are very 
popular numbers with us. 

“College girls and boys set the 
style in overshoe wearing. It is a 
good plan to cater to this trade. And 
if a store can so arrange to have a 
special salesman attend to that 
trade alone, by jumping into an auto, 
he can cover colleges in his section 
of the country and book their orders 
in advance, not only for overshoes 
but all the rest of the footwear 
wardrobe. 


100th Rubber Anniversary 
Dinner, Dec. 7 


BostoN—The centennial of the 
American Rubber Industry will be 
held at the Chamber of Commerce 
Building at 6.30 p. m. promptly, 
Dec. 7. On this occasion Thomas 
C. Wales of Boston, pioneer mer- 
chant of Brazilian “smoke-cured” 
rubber shoes, 1825, and Charles 
Goodyear, “father” of vulcanization 
at Woburn, Mass., 1839, will be hon- 
ored. There will be an interesting 
and educational post-prandial pro- 
gram. Among the high lights will 
be a talk by Dr. David A. Cutler, 
president of the Alfred Hale Rubber 
Co., on guayule, the Mexican rubber 
shrub. 

Much credit in arranging this 
affair is due to Quincy Tucker, Bos- 
ton manager of the India Rubber 
and Tire Review. Mr. Tucker is the 
man who in the early 1900’s advo- 
cated the idea of American owned 
plantations. He also advocated that 
the British Rubber Growers’ Asso- 
ciation of London reward Sir Henry 
Wickham, “father” of cultivated 
rubber. As a result, Sir Henry re- 
ceived an award of $10,000 and was 
knighted by Great Britain. Later, 
through Mr. Tucker’s suggestion, 
the Dutch Government awarded Sir 
Henry $2,500. Mr. Tucker is well 
acquainted with Sir Henry Wick- 
ham, having spent ten days with him 
in London, in addition to a former 
acquaintance. 





oe PERPETUAL inventory of 

rubber stock makes it easy at 
all times to know just where one is as 
to buying the merchandising. It does 
not take long to operate it—the book- 
keeper can clear this work in an 
hour or so each morning. It is so 
accurate a system that on one line 
of rubber goods on which we sold 
1700 pairs in eleven months’ time, 
the inventory system was only three 
pairs out of the way.” 

We will show the perpetual inven- 
tory forms devised by this Boston 
rubber shoe buyer in one of the 
near future issues of the RECORDER. 
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“ohe Ladies RITZ 
“Will ‘Wear CAMBRIDGE 


MURRAY HILL 
ETON 


Four shades that fashion will approve 
and that retailers will sell for Spring 


In these four leathers the live, progressive 
shoe retailer will find a selection and a 
variety that will give him the Tan Calf 
shades he requires for his Spring trade. 


Retailers and manufacturers throughout 
the country have indicated to us that 
they expect an increased volume of sales 
of Tan Calf for Spring, and in these 
beautifully toned, finely finished, soft and 
mellow Calf Leathers, you will find a 
selection that will make up into shoes that 
will lessen your sales resistance. 


Barnet Leather (0. in. 


Tanners of “LiTTLe Fauis” Leathers and “LORRAINE” Leathers 


360 Mapison Avenukg, New York City 
Tanneries: Littte Fatus, ACew York 
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PHILADELPHIA 


Considerable Delayed Buying 
Reported 


During the past week there was 
a noticeable lull in business. Just 
what caused this lull is not known. 
Orders received indicated a hurried 
need for merchandise showing lean 
stocks and a last minute rush for 
goods. Some branches of the manu- 
facturing trade were reported well 
employed, especially makers of 
ladies’ silk underwear, rubber goods 
and certain items of leather. 













Varied Retail Offerings 


Snellenburg’s store recently fea- 
tured a lot of women’s and girls’ 
low shoes at $1.95. The lot in- 
cluded all of the popular leathers 
and a variety of heights and shapes 
of heels. There was also a special 
lot of women’s and girls’ patent 
colt and black satin pumps with 
Cuban or box heel. This store also 
recently made a feature of men’s 



















Selling in Philadelphia 
to Children at $6.00 













UR “Collette” met with 
great success because it 
was something different in the 
way of a party slipper for the 
miss. Looks good for coming 
Spring. Anything as dainty 
will sell, rather than heavier 
types of dress pumps now on 
the market. Children are also 
demanding shoes for the occa- 
sion. 
Maurice J. Yoskin, A. H. 
Geuting Co., Philadelphia, Pa. 
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Lull in Retail Trade Reported 


in Some Centers 


Slight Let-Down in Business Believed to Be Merely Temporary; 
Volume Generally Ahead of Last Year; Christmas 
Shopping Beginning to Appear 


Romeo and Everett cut brown kid 
house slippers on broad toe lasts 
at $1.95. 

Gimbel Brothers’ shoe depart- 
ment recently offered a lot of high 
shoes for women at $2.95.. They 
were in a variety of leathers and 
in both lace and button patterns. 

The Steigerwait Boot Shop at 
$10 offers a man’s shoe on the 
Clyde last or the new wide High- 
land in black wax and tan Russia 
leathers. 

Lit Brothers’ store recently put 
on a sale of women’s and girls’ 
pumps and oxfords at $2.97. The 
offering included operas, gores, 
buckle pumps, d’Orsays, plain and 
fancy strap slippers, fancy oxfords 
and other numbers in patent colt, 
black velvet, black suéde, black 
satin, black kid, black calf, tan calf, 
and brown kid. They had welted, 
turned and stitched white oak soles 
and covered heels of wood or 
leather. 

This store also held a sale of 
high and low shoes for men, women, 
boys, misses and children, and in- 
fants at $1 per pair. 


NEW YORK 
Holiday Business Good 


More than the usual amount of 
Christmas business seems to be find- 
ing its way to the shoe stores in 
New York. No doubt this is due to 
the fact that shoe retailers in gen- 
eral have gone after holiday business 
in a more vigorous manner than they 
have been accustomed to do in the 
past. Not only have shoes them- 
selves been suggested, in advertising 
and display, as suitable Christmas 
presents, but more pressure has 
been put upon the exploitation of 
hosiery, buckles, fancy heels, boudoir 
slippers, carriage and auto boots, 
athletic shoes, hiking boots and 
other merchandise that. may be 
classed under the general heading 
of “accessories.” 

A few shoe merchants have added 





other lines, such as gloves, purses 
and small leather goods in general, 
to reap an extra holiday harvest. 

Harry Rosenthal, who has the two 
Shoecraft shops here, has hit upon 
a clever idea for stimulating holi- 
day business. He is making a spe- 
cial offer of a pair of evening slip- 
pers, ornaments and two pairs of 
sheer hose for a flat price, a reduc- 
tion from the full price that such 
articles, if bought separately, would 
total. Considerable business has 
been developed by this plan. 

Aside from the extra trade that 
comes with the holidays, the regular 
shoe business here is good. There 
has been no tremendous rush for 
footwear, but the demand has been 
steady, and the store that does not 
report sales totals week by week and 
month by month ahead of last year 
is the exception rather than the rule. 

As has been the case for some 
time past, evening shoes form a 
larger percentage of the total busi- 
ness than usual. In some shops the 
evening shoe business has been little 





Selling in Washington 
at $13.50 


HE “Ritz” is one of our 
most wanted models. We 
are practically sold out and 
waiting for duplicate sizes. 
Besides its tailored style it has 
excellent fitting qualities for 
women with high arch and the 
narrow heel. An all year seller. 
D. Gottlieb, manager, Stetson 
Shop, Washington, D. C. 
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Borexhe QYpportunity 


_Ketail Salesmen 











Yo like your work but perhaps 

youdon’'tlike the rut you are 
in. You may feel that it’s filled 
with too many uncertainties — 
that it leads nowhere in particu- 
lar! If you are sufficiently con- 
cerned over your future to work 
hard we can lift you out of your 
rut and set your feet on the 
broad highway that leads to 
INDEPENDENCE. 


The J.C. Penney Company—a Na- 
tion-wide Institutionof676 Department 
Stores (105 were opened in 1925) doing 
business in 44 states—needs young 
men to be trained as merchants and 
store managers. It wants men 25 to 
35 years old to qualify to open more 
new stores. 


You furnish the ambition, the en- 
ergy and the hard work; we supply 
the training, the capital, the respon- 
sibility. When you have proven your 
ability and are ready to acquire one- 
third interest in the store you man- 
age and the associate stores you open 
up, we finance you. Your progress will 
be as rapid as you are able to assume 
greater responsibilities. 


Our manager-partner plan makes 

Tnance everybody’s advancement dependent 

Ps upon helping the men associated with 

ou him. Our associates share the success 

they have helped create. They become 
partners in the business. 


J. C. Penney founded this business 
in 1902. He trained young men to open 
new stores. They in turn trained others. 
From one small store the business has 
grown in 23 years to the world’s largest 
chain department store organization, 
with sales in 1924 of $74,261,343. More 
young men are needed for the future 
expansion of the company. 





Young men in whom we are inter- 
ested have had selling experience, 
either in a general or small department 
store, and know at least one of our lines 
—dry goods, ready-to-wear, clothing, 
furnishings, shoes. Investigation will 
prove this to be your opportunity. 
If your future concerns you, write full- 
estinformation to our office nearest you. 
Allcorrespondence strictly confidential. 











A NATION-WIDE 
INS TITUTION- 


enneyo. 


DEPARTMENT STORES . 








370 7th Avenue +: +: New York City 
1205 Olive Street : : St. Louis, Mo. 








Effective Shoe Display 


Attention can be concentrated more 
successfully upon distinctive group- 
ings than upon an entire window 
full of foot-wear 


The group of shoe display fixtures 
here pictured suggests the effective 
manner in which they could be used to 


sell quality foot-wear. 


In large windows they would serve 
to separate your -high-class goods from 
the more ordinary kinds, and would 
impart the very atmosphere of ex- 
clusiveness that is necessary to the sale 
of merchandise of that character. 


Small windows are made doubly effective 
by a group of fixtures such as this—a back- 
ground of exquisite design and finish ; a hosiery 
stand, and shoe display units that are eye- 
compelling in attractiveness. Money invested 
in fixtures of this nature pays year ‘round 
dividends in sales. 


Our shoe store book will be sent 
free upon request. Send for your 
copy today. 


HUGH LYONS & COMPANY 
Lansing Michigan 


New York 35 W. 32nd St. 
Chicago 217 W. Jackson Blvd. 
Baltimore No. 1 Eutaw St. 
Boston 52 Chauncy St. 


December 5, 1925 
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short of phenomenal. Gold and sil- 
yer brocades and gold and silver kid 
are still the basic leaders in evening 
shoe materials, although lately there 
have been more calls for - novelty 
materials, such as velvet in pastel or 
pright shades, colored brocades and 
the like. On all evening shoes, how- 
ever, metal trimming of some sort is 
the general rule. 

Patent is still the leading material 
for street shoes, with tan calf mak- 
ing greater headway with the ap- 
proach of winter weather. Tan calf 


oxfords are selling rather well, par- . 


ticularly if they are made up in 
unusual patterns. J. & J. Slater re- 
port good success with a pigoat 
walking oxford, trimmed’ with a 
darker shade of the same material. 
Some of the department stores have 
been selling plain tailored oxfords 
for street wear. 


Horace Saks Dead 


New York retail merchants in 
general are mourning the loss of 
Horace Saks, vice-president of Saks 
& Co., who died suddenly late last 
week from septic poisoning resulting 
from a carbuncle on his cheek. Mr. 
Saks, who was but 44 years of age 
and had risen to an enviable posi- 
tion among New York’s merchants, 
came to New York from Washington 
several years ago with his father and 
brothers and opened the Saks & Co. 
store in Herald Square. Later he 
was the prime mover in the negotia- 
tions that led to the opening of the 
new Fifth Avenue shop a little more 
than a year ago, and also took a 
prominent part in the merger of 
Saks & Co. with Gimbel Brothers. 
In addition to being vice-president 
of Saks & Co., he also was a member 
of the board of directors of Gimbel 
Brothers. 


Ward to Move Broadway Store 


The John Ward shoe store for 
men, which has occupied a location 
at 1401 Broadway for close to two 
decades and is one of the best known 
men’s stores in the city, is to be 
moved early next year to 1387 
Broadway, a block or so down the 
street. 


MILWAUKEE 

Social activities centering around 
Thanksgiving have brought out a 
demand for evening slippers in 
stores catering to the better trade, 
and the trend to dressier types is 
expected to continue up to the 
Christmas season in these stores. 
However, the general demand 
througout the city is still for black 
patent leather pumps, and styles 
trimmed with fancy buckles meet 
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Selling in Milwaukee 
at $10.00 





UR “Debutante” pump with 
twenty-eighths inch heel 
going big. We are trying this 
heel in-several new pumps on a 
medium round toe. In better 
shoes the style trend is for 
narrower toes. For Spring, 
bois de rose, ivory and silver 
kid should be good. Apple- 
baum Mautner, Milwaukee, 
Wis. 





with the greatest favor. The de- 
mand for black footwear in all but 
strictly evening types this fall has 
coincided with the popularity of 
black in dresses sold by local ready- 
to-wear shops. Although silver and 
gold kid is being featured to a great 
degree by many local stores, there 
is also a very big call for satins 
dyed to match the gown. Dressier 
styles in black satin are also mov- 
ing better than they did earlier in 
the season. 

“About 50 per cent of our im- 
mediate business has been done on 
evening slippers,” stated H. I. Tie- 
man, manager of the I. Miller shoe 
department at Reel’s ready-to-wear 
shop. “Satin slippers dyed to match 
the gown have been meeting with 
approval and we have been very 
busy caring for these orders. With 
the exception of evening slippers, 





Selling in Milwaukee 
at $6.50 





E have only sold a few 

pair of Charleston pumps 
in patent with blond kid trim. 
No indication that it is going 
to go big. Brouwer Shoe Co., 
Milwaukee, Wis. 












the call is for black. Tans have 
been falling off.” 

The use of silver brocaded satin 
slippers for dyeing purposes is also 
of special interest at Reel’s. Sev- 
eral different patterns of silver 
brocade on white satin are being 
shown, and, when dyed, the satin 
takes the dye, leaving the design 
in silver untouched. The result is 
a much dressier style than plain 
satin and more distinctive. There 
ha&8S been no definite trend as to 
pattern in evening footwear, Mr. 
Tieman states, as plain pumps, gore 
pumps and strap effects have all 
been of note. 

“Taking it over a period of a 
few weeks, business has been good, 
but I have noticed that we will have 
several very good days followed by 
a poor one this fall,” reported 
Philip Applebaum, manager of the 
shoe department at Breithaupt’s. 
“Patents and dull leathers with 
buckles -are still my biggest bets, 
but more recently there has been a 
call for satins, probably due to 
Thanksgiving. It is possible that 
this increased activity in satins 
will continue until Christmas.” 


Mr. Applebaum is taking con- 
siderable interest in shoe 
styles for spring. He is look- 
ing for a marked trend to light 
colored kids, such as cham- 
pagne, light gray and blonde, 
in styles sponsoring the new 
high heels, running up to 20/8 
heel. The widespread popu- 
larity of black leads him to be- 
lieve that many women will 
turn to colors for the next sea- 
son. 


“Our business has been going 
along very steadily this fall,” de- 
clared S. J. Brouwer of the S. J. 
Brouwer Shoe Co. “However, it is 
a very general business. At a re- 
cent meeting of department heads, 
I found that throughout our entire 
stock, including shoes for men, 
women and children at all our va- 
rious price ranges, there was no 
outstanding style or material which 
could be mentioned. The demand 
was very general in all depart- 
ments.” 


How Window Pulls 


The pulling power of a window on 
Grand Avenue was demonstrated 
recently by the S. J. Brouwer Co. 
Although the experiment did not 
lead directly to sales, it proved 
that the unusual in a Grand Avenue 
display demands the attention of a 
large number of people. The dis- 


play was in connection with the an- 
nual meeting of the Milwaukee 
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- Darbrook Shoe Sg and Fabrics 


Wee the notabte tendency toward a softer; more gracious 
note in, feminine fashions, the Satin Shoe assumes increasing 
importance for-both day and evening” Wear. - DaRBROOK 
SHOE SATINS and Faprics, expertly Styled: in harmony with ’ 
: » the newegt trend'in costume silks, afford the very essentials of | | 
wert style and quality that oe a the advancing mode. * 


Representid by = - ae ci 
OW; A. Gallup - Cincinnati, Ohio wa i oaks Boston, Massachusetts 


: “Healey & McGaghey ~ St. Louis, Missouri OD. J. Finn - Philadelphia, Peanslvania 
' _»Desmond & Hottinger, Inc, . - NewYork, N.¥. .. 





) 





” SCHWARZENBAGH. aa a & on 
478 FOURTH AVENUE at 32nd ST ges : 


Telephone: CALEDONIA ‘7500 


| NEW YORK xf maar BOO 
~ San Francisco .~ Philadelphia ~ Dallas ~ Minneapolis 
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Selling in Chicago 
at $6.50 





HE three strap style proved 
a big seller and our opinion 
is that straps are decidedly the 
coming style. Think one strap, 
however, is better than any- 
thing else. Colored kids are get- 
ting better every day. N. B. 
Holden, Inc., Chieago, IU. 








Rescue Mission at which the public 
is given information regarding the 
work of the mission and funds are 
solicited. As S. J. Brouwer has 
always taken an active part in the 
work of this organization, and is 
now serving as president, one of 
the display windows of the store 
was turned over to a display of 
articles made in a girl’s sewing 
class at the mission. 


Business Reports Encouraging 


Reports given out this month by 
various employment offices, busi- 
ness agencies and similar sources 
have taken a very encouraging tone, 
and conditions in this city continue 
to improve as the months go by. 
R. E. Wright, of the commercial 
service department of the First 
Wisconsin National Bank, states- 
that substantial gains in manufac- 
turing outputs and in wholesale 
and retail trade characterized. the 
past month. 

“Most of our industries are enjoy- 
ing at least moderately satisfactory 
business,” he stated. “Some of the 
laggards, such as the textile and 
leather’ groups, are making en- 
couraging progress back to normal 
output and earnings. The seasonal 
distribution of merchandise has 
more than come up to expectations 
and is proving an incentive to 
wholesale and retail establishments 
to buy more liberally and further 
in. advance. There has been noth- 
ing sensational or over-expansive 
in these developments.” 


CHICAGO 


Retail Trade Marking Time 


Chicago’s shoe market is marking 
time—evidently waiting for what 
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the weather man decides to deliver 


before making any more shoe pur- 
chases. Trade has been exceed- 
ingly quiet—and nothing in the 
way of sensational offerings of 
footwear seems to stir action. 
There is the steady buying of blacks 
in patent and satin footwear that 
keeps the buyers busy looking up 
new fancies to tempt those pur- 
chasers who are still showing in- 
terest, but these narrow down to 
the steady pump and gore patterns 
with little variation in design. 

The short-vamped tie models, 
known in the trade as Charlestons, 
are still popular although confined 
to the younger folks who follow the 
extremes of the mode. Those little 
blunt toed models, some without 
tongues and with fluted edge and 
ribbon lace, make mighty attractive 
footwear along with short skirts 
and sheer silk and chiffon hose— 
emphasizing the dainty severity of 
the present day costume. 


Two Stores to Move 


The Palmer House Boot Shop 
and the Cutler Shoe Store are get- 
ting ready to move to temporary 
quarters about the first of the year 
when the old Palmer House in 
which they are now located will be 
torn. down to make way for the new 
structure—half of which is com- 
pleted and will be ready for 
occupancy about the same time. 
The Cutler Store will move around 
on the Adams Street side of the 
new Palmer House and the Palmer 
House Boot Shop is planning tem- 





Selling in Yankton, 
: South Dakota 





fie Topaz has been wonder- 
fully well accepted here as 
the real style for Fall and 
Winter, as have others in buckle 
pumps in patents and satins. 
The style trend with us are 60 
per cent patents, 20° per cent 
satins, and 20 per cent kidskins 
medium round toes, sixteen 
eight Spanish heels, taking the 
lead. Phil Goldblatt, The Jo 
Ellen Shop, Yankton, S. D. 











in Kansas City 


Selling 
at $7.50 












HE “Bruin” is the slowest 
of our young men’s group. 
Present demand for wide toes, 
short vamps, generous stitch- 
ings and perforations. Have in 
mind lighter weights and modi- 
fied toes for Spring, but see 
nothing in present selling to 
justify it. 

Robinson Shoe Co., Kansas 
City, Mo. 


__ 


porary quarters not far from their 
present store. 


Ed. Foreman Dead 


All of Chicago’s old timers are 
mourning the passing of Ed. Fore; 
man, @ familiar figure for many 
years in Chicago shoe circles. 
one time Mr. Foreman had a cha 
of several stores in the Loop 
as the Foreman’ Shoe Stores 
Foreman, who was 61 years old at 
the time of his deatly las y 
from pneumonia, has bee 






y 
from the shoe business~far e 
years, having sold out the chain of 
stores to retire fron? active’ bysi- 
ness. ' , 


Active Interest in N.S. R. A. ? 
Convention: et 


Chicago: hotel men report a very 
active interest in reservations for 
rooms for the coming N. S. R. A. 
convention Jan. 7 to 9. These 
reservations for space are coming 
in from merchants and manufac- 
turers all over the entire country 
and especially the southwest and 
far western centers. It begins to 
look as though the fellows from a 
long way off were going to’ bridge’ 
the miles that separate them from 
_shoedom’s, hub—aiid get first hand: 
information. on what. the rest of the 
world is doing. 


New Walk-Over Store Opens 


Evidently Walk-Over footwear 
sells well in Chicago, for the Walk- 
Over stores have just added a new 
member to the Chicago family in 
the Woodlawn district, the new 
store having been opened a week 
or so ago at 1813 East 63rd Street. 
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Patent Leather and Tan Calf tea ® Pikiips 
In Stock—Patent Leather Gore Pumps 


Tan Russia Calf 
Gore Pumps 


In Stock 





Oy e*h No. B368—$5.00 
BS No. B373—$4.90 
RB TAN RUSSIA CALF GORE 
4 PATENT LEATHER GORE PUMP 
2 PUMP : . SEND (Welt) 
KS (Wilson Process) 
By 270 Last, 16/8 Spike Louis Heel SIZES ses a Eaamen heey 
= tal Ornament 
bias se B,3 to9 AAA, 4% to9 B,38 to9 
AA,4 to9 C, 2% to9 AA, 4 to9 C, 2% to9 
A’ 3% 09 D4 to8 Terms: Net 30 Days A,38%to9 D,4 to8 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 


December 5, 1925 











Profits 


Come from better 
merchandising 


Hundreds of pro- 
gressive shoe mer- 
chants have found 
it most profitable 
to sell IDEAL 
PRODUCTS. They 
are made right. 




































at Pr. 
ipl Style og mg guaranteed all wool—Blacks, Brown, 
i Beaver, Fawn, Taupe, Clay and Pearl Gray........... ‘$11.50 
Style 112—Kersey—Black, Brown, Beaver, Fawn...... 16.00 
Style 112A—Genuine English Cloth in Gray only...... 20.00 
ayes Da a — cr Fawn—leather trimmed—4 
WD hin s 65ccnccc¢vsettsvigiabeve 20.00 
Style Teb-neates Baglish Box Cloth, Gray and Fawn.. 30.00 
Women’s Felt Spats—Dos, Pr. $14. 00—Kersey...... 20.00 






Buy BUCKLES in Assorted Dozens 


TT It enables you to have a selection of styles in a small stock 












Per 
Dos. Pr. 
Assorted Buckles, highly finished..........ceceseeeeeeeees $4.70 
Same, complete with attachments and inlays, leather or 
GREER  .ccccccccccccccccccceccccccccesccecceeeceeccs 7.80 
Assorted Genuine Steel Out Beaded Buckles.............. 8.80 
Above with attachments, our recent improvement......... 10.50 
Braided ee Straps—Blonde, Brown and Black Satin and 
WRRERE FABER ood 60st ccponeen vvccpercccccccvccoses 5.50 
Assorted Rhinestone Vamp Ornaments............ 4.00 to 6.00 
IDEAL MANUFACTURING CO. 
The House of Shoe Specialties 
4248 N. Crawford Ave. CHICAGO 




















LIGHT COLOR SHOES REQUIRE 
LACES TO MATCH 


STOCK 
“HUBTIP” “NO-METAL-TIP” 


(Trade Mark Reg.U.8.Pat.0@.) 


SHOE LACES 


Made in 


LIGHT TAN, BROWN, BLACK 


STRONG and DURABLE 
NO-METAL-TIPS 
First quality, Fast Color Braid from 
TIP-TO-TIP 


“HUBTIPS” are packed in Striking Individual Cartons 
72 Cartons in Dispiay Cabinet 


Specify “HUBTIPS” 


To your jobber or write us direct 


FRANK W. WHITCHER CO. 


Manufacturers 
332 Albany Bldg., Boston, Mass. = 2532<>,, m. 

















When writing to advertisers please mention Boot anp SHOE RECORDER 
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ber of the Walk-Over organization 
here, has been appointed manager 
of the new store. 


Men Buying More Blacks 


In the exclusive men’s stores, like 
Harry Meyer, Rube Metz and Has- 
sell’s, an unusual demand is re- 
ported for men’s black calf foot- 
wear—especially the wide toed and 
pinked and perforated types. This 
demand seemed to spring up almost 
over night and seems to be the re- 
sult of the demand for men’s blue 
serge and cheviot clothing that 
came from nowhere, especially this 
fall, and swamped both retail stores 
and wholesalers who were unpre- 
pared to handle the traffic. In spite 
of this, manufacturers like Flor- 
sheim and J. P. Smith are planning 
on another unusually “tan” spring 
in men’s footwear and leathers of 
the very lightest of tans are shown 
in the spring lines. John Spalo, at 
the Hub Clothing Store, is a strong 
partisan for light tans the coming 
season and is selecting his spring 
shoes accordingly. 


BOSTON 
Christmas Trims Draw Trade 


Retail shoe stores and shoe de- 
partments are gay with Christmas 


LL 
Selling in Boston 
at $16.00 





STREET shoe of distinc- 

tion has struck a high 
note in the popular fancy this 
season. 

It is a readaptation of a 
model that met with instant 
success when it was introduced 
last season, but the tongue 
effect has given this style added 
approval with the Fall of 1925. 

It is an admirable shoe in 
either black or tan and is fea- 
tured in its strongest appeal 
with sport hosiery in all the 
bright colors of the season’s 
mode. 

Its trend is “stylewise” in 
increasing emphasis, and bids 
fair to sell right up to the time 
when lighter weight models will 
usher in the late Spring time 
days. 

Thayer McNeil Co., Boston, 
Mass. 
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trims, both windows and interiors. 
The slipper booths inside the store 
attract much attention. This year, 
this line has shown a wide range 
of numbers, in leathers and other 
materials. The boudoirs are gay 
with ostrich-trimmed throats and 
other rich effects. 

Evening slippers in gold kid, with 
fancy strap, buckle trimmed, the 
buckle concealed by an elastic gore 
are shown—woven sandals with 
low cut shanks are selling in the 
very exclusive shoe stores at prices 
around $365. 

All the stores are carrying in- 
teresting sport shoe models and 
with these are selling bright sport 
hosiery and scarfs—some stores 
have added sport sweaters. 

In the shoe stores catering to the 
$5 and $6 trade, black velvet pumps 
are reported as the best sellers, 
with patent second, satins third, 
then the brown shades, with a few 
tan calf—black kid is good, with 
high beaded throats; beaded ‘de- 
signs are profusely used on black 
kid and suede and velvet shoes. 

The heel measuring about 15/8 
is more of a favorite than the mili- 
tary heel. 

A walk on any of the city’s 
streets, with footwear study the ob- 
jective, reveals the fact that never 
before have the women of this city 
worn more artistic shoes and 
hosiery. To be shabbily shod, in 
the opinion of the young set, ap- 
pears to be as much of a “faux pas” 
as to be incorrectly gowned. The 
men folks, too, have evidently de- 
cided to wear better looking shoes. 
Shoes for the children and hosiery 
worn with the same are very 
“smart.” 

Trade was a little slow for about 
a week before Thanksgiving, but 
now the majority of stores report 
that they believe that November, 
1925, will beat November, 1924 as 
to number of pairs and cash re- 
ceipts. Christmas trade has 
“opened up” well. 


ST. LOUIS 
Holiday Trade Very Light 


Whether it was the Thanksgiving 
holiday or not, business in the re- 
tail shoe district resembled no 
boom period for the week ending 
Nov. 28. There was a perceptible 
lull which was felt in all shoe 
stores. Wednesday of the week was 
a complete “dud.” 

“T have never seen, in all my 
years of experience in the shoe 
business, the day previous to 
Thanksgiving as being a good one 
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in retail shoe stores,” said one of 
the largest and oldest operators in 
the retail field. 

This statement applied to all 
stores, as a check up of seven of 
them found conditions exactly as 
expressed. With only a few days 
remaining in November, figures as 
to volume and comparison are mak- 
ing their appearance. 

In the past year there has 
been no month that showed as 
many contradictory conditions 
as November. Some stores are 
reporting gains that are better 
than fair; while stores with 
splendid management, excellent 
leadership and fine merchan- 
dise report a loss in sales over 
November of a year ago. 

Oxfords, -aré° the dominant style 
note throughout the district. The 
low heeled, tan calf walking types 
are the most wanted styles. Patent 
and satin remain undisturbed in 
their place on the daily sales sheet. 

Some buyers, recently returned 
from New York, bring news of wild 
shoes of kid and hues of many 
colors. There is a sentiment which 
seems tobe growing among the 
able operators that a big kid spring 
business will develop. Perhaps the 
other radical note, which many 
seem to believe in, is that there will 
be a slackening in pump patterns 
and more straps will be shown and 
worn for spring. 

[CONTINUED ON PAGE 96] 





Selling in Ashville, N. C., 
at $10.00 





UR “Hollywood” pattern 
exceptionally good. Can 
be carried out in smart com- 
binations. Patent leather leads 
with golden brown second and 
black satin third in number of 
pairs sold this month. This 
pattern, most popular here for 
street and semi-dress wear. 
Ornaments for decorations 
playing large part in selling 
opera and plain strap. 
Bon Marché Shoe Depart- 
ment, Asheville, N. C. 


~ 





82 BOOT AND SHOE RECORDER December 5, 1925 


Announcing ! 


A 
- NEW 
GRO-CORD 
SPORT SOLE 
PRINCE G 








ESPECIALLY DESIGNED 


FOR 
GOLF and ALL-SPORT WEAR 


Illustrated here is the latest and most practical development 
in sport shoe soles. GRO-CORD SPORT SOLES (new de- 
sign)—made especially for Golf—are better balanced, 
lighter and yet wear longer than other sport soles. The 
knobs are placed scientifically to prevent slipping—sliding 
or side sway when striking the ball. They are pronounced 
by leading shoe manufacturers in the East as the most prac- 
tical and most attractively designed sport sole made. — 


The Wearing Qualities Are Placed 
Where Needed 


The parts of the sole subjected to the ‘most- wear are doubly re- 

inforced and protected by the “cord on*end” construction which has 

made Gro-Cord soles so popular. Note the tip and sides of the 

Note: sole. They take care of the extra wear at these points. Remember, 

PAS too, that the knobs protect and prevent sliding of any kind, and 

cane aaron cenaeerhe, 02 the sole itself—though one of the lightest weight sport soles made 

product to mislead the —wears longer. 

Public on the “Gro-Cord” Send for a sample of this new design Gro-Cord Golf and All-Sport 

trade mark will be prose- Sole. Examine it carefully. You will be interested. 


The Lima Cord Sole & Heel Company” 
LIMA, OHIO 


o> Seesienetine cpa enet our aes. arog —~ o y 
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Manufacturers Entering Spring 


Season 





Many Plants Are Reported Busy 


LYNN 


Record Run Expected On Spring 
Shoes 


Manufacturers are buckling 
down to business for 1926. It looks 
like a record run on spring shoes. 
Most healthful conditions prevail 
in the factories. They are tuned 
up for rapid production. New 
firms are planning to start. The 
Chamber of Commerce continues to 
report business expansion. 

But about 75 working days re- 
main for making and delivering 
shoes for spring openings. Buyers 
who have not placed orders will 
have to depend upon quick produc- 
tion to get the shoes they want. 
Yet some Lynn firms are making 
up stocks of novelties in anticipa- 
tion of a brisk demand for them. 





Selling in Los Angeles 
at $13.50 












artistic creation at 
$13.50 in white satin with 
silver kid heel; peach satin— 
gold kid appliqué and heel; 
black satin—silver kid appliqué 
and heel; patent with gold black 
kid appliqué and heel; and at 
$15, in gold kid and silved kid, 
plain. The “Sorority” pump is 
as dainty as Cinderella’s slipper 
—one of the finest footwear 
conceptions of the year. 

Our “Sorority” pattern has 
gone over big. We think very 
well of this pattern and believe 
that the style is trending in 
this direction for Spring. 

Gude’s, Inc., Los Angeles, 
Cal. 


N 


Lynn can put popular novelties 
through its shops in ten days. If 
patterns of uppers are plain, they 
can make shoes faster. Stitching 
fancy uppers takes half of the time 
for making novelties. 

Lynn’s big drive will be on pop- 
ular novelties, and Lynn will in- 
terpret the style program on the 
basis of this drive. In other words, 
Lynn will undertake to make shoes 
that merchants can sell quickly, 
and in volume, and at a profit. 


Heels are in the high light 
of style. Most every woman 
has a pair of wood heel shoes 
these days, and many have a 
number of pairs. Jeweled heels 
have jazzed up styles. Some 
salesmen show samples, heels 
first instead of toes first. That 
shows how important are heels 
as a factor in style. New Lynn 
models emphasize heel styles; 
also the contour of counters. 
There will be some adornment 
of back seams and quarters. 


Lasts have lately shown a trend 
toward short vamps and very high 
heels and high slim arches for 
dress shoes. But the spring run, 
with its sandal types and its sport 
models will bring some lower heels, 
say 12/8 or 14/8, which are fairly 
low as heels go these days. 


“Warm” Colors for Next Spring 


For materials, many Lynn firms 
are again chosing patent as a 
favorite, for it cuts up economically 
and wears well. After that they 
will play the color card to the 
limit. New spring colors will be 
warm, and Lynn will put plenty of 
life into shoes made of them, for 
shoes are revealed and not con- 
cealed by skirts, and should have 
plenty of expression. 

Reptile grains seem to be surg- 
ing ahead again, the alligator, 
lizard, serpent and frog grains 
forging to the front in gay new 
colorings. They are to be usel for 
whole shoes, as well as for trim- 
mings. It is the problem of pat- 


and the colors, rather than to make 
new designs for the employment 
of familiar leathers. 

Simple strap styles are much 
favored for popular novelties. They 
are made quickly and fitted quickly, 
and they hold to the foot. Pumps 
in plain, opera, regent and D’Orsay 
styles continue in good repute, es- 
pecially in finer grades. They are 
made over pump lasts, of special 
measurements, and, most likely 
fitting clerks are taking care that 
such pumps are fitted to pump feet 
only, and not to feet that cannot 
hold a pump. 

New sandal styles, to be re- 

vealed at the style shows in 

January, will reveal interpre- 

tations of Egyptian designs. 

Lynn aims for volume business 
on popular novelties in 1926, and 
purposes to style its shoes so that 





Selling in Kansas City for 
Evening Wear 















EW and original, is our 

“Bolero” in gunmetal star 

dust satin with bands and heels 

of silver enamel, a throat panel 

of Paisley kid adding a touch 
of color. 


Our “Bolero” model while 
comparatively a new arrival has 
been received with considerable 
comment, quite a number of 
pairs having been sold. The 
stylg trend in evening slippers 
seems to be toward either one 
strap or plain operas in gold 
and silver kid, or satins 
trimmed with kid. Byrns Boot 
Shop, Kansas City, Mo. 


et tern makers to play up the grains Se 
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New findings profits 
from new Repco Brushes and Daubers 





E new line of Repco Brushes 

and Daubers offers a fine op- 

portunity for additional findings 
profits. 


No shoe store is complete without 
a stock of Repco Brushes and 
Daubers. Customers recognize 
their value instantly and little effort 
is necessary to promote their sale. 


Repco Brushes are made in both the . 


stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery 


Repco Daubers are made only in the 
stapled type. Like the brushes they are 
of the finest stock and finish. 


Repco Brushes are made in six differ- 
ent types. The Daubers are made in four 
different types. 


Show them 
in your 


windows 


San Francisco Branch, 859 Mission Street 


ok. Taig Company, 39 Warren Street, New York City 


When writing to advertisers please mention Boot anp SHogr ReEcorpER 





Corporation, Boston 
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they can be made and sold quickly 
and in volume. 


CINCINNATI 
Shoe Plants Busy 
“We are receiving many orders 
from our customers for early Janu- 
ary and February delivery,” said 


L. B. Cahill, advertising manager ~ 


for the Cahill Shoe, manufacturers 
of Cahill Catchy Creations. “These 
orders are, for the most part, for 
the more staple types of shoes, thus 
reflecting a trend toward the plainer 
patterns. 

“We are also enjoying quite a 
large business on the fashion made 
welts. We are showing new 
samples in parchment calf and 
sauterne calf. These new types 
are receiving quite an enthusiastic 
reception from our customers. Our 
plant is kept busy filling all orders 
coming in from the salesmen.” 


Vollman Lawrence Business Good 


“Business for this time of the 
year is very good,” said George 
Vollman, Jr., advertising manager 
of the Vollman Lawrence Shoe 
Company, Cincinnati. “Our Balloon 
last is the biggest seller we have. 
It is selling most in black patent 
leather and satin, although tan calf 
is being sold in rather large quan- 
tities. The heel styles which are 
particularly popular are 12/8 and 
18/8. Straps and pumps, of course, 
seem to be the order of the day so 
far as the female trade is con- 
cerned.” 


Balloon Last Popular 


“We have never been caught up 
in our production of Balloon last 
shoes to meet the demand,” said 
George Vollman, Jr., of the Vollman 
Lawrence Shoe Company, Cincin- 
nati. “These are the best sellers 
we have and are the best balloon 
lasts in the market. This statement 
is not a mere idle boast, for many 
of our competitors admit that it is 
true. The other day we received a 
customer at the factory who had 
gone to a competitor for a good 
balloon last, but had been referred 
to us. This competitor had told him 
that the only good balloon last was 
the one we manufacture. 

“The reason for the popularity 
of our last is the fact that it is the 
only balloon last which really fits,” 
he continued. “It was devised by 
my father, George Vollman in con- 
junction with Ray Meyers, sales 
manager, and Joseph Bertram, su- 
perintendent of the factory, They 
worked for many days perfecting 
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Selling in Atlanta 
at $12.50 


HIS pump is a good seller. 
Present styles of pumps and 
straps continuing good—slight 
tendency toward fancier straps, 
including some fancy lace ties. 
We anticipate black materials 
holding their own. Light tan 
kids good. Some greys. Ex- 
pect combinations to be good, 
such as patent with color trim; 
also two tones of tans richly 
blended. 
Geo. Muse Clothing Co., At- 
lanta, Ga. 


not disclose. However, its popu- 
larity, fine fitting and good style 
are things which everyone in the 
trade readily concedes.” 


BROOKLYN 
Kid Held as Leading Material for 
Spring 

Brooklyn factories are anticipat- 
ing a good spring season. Some 
shoes are being sold now for Janu- 
ary delivery, mainly by the travel- 
ing salesmen who are on the road 
with the initial spring lines. Most 
of the factories are finishing up 
their Southern resort orders, al- 
though a few belated calls for shoes 
of this type are still going through 


Selling in Los Angeles 
at $8.50 


BLIC has taken to our 
eight-fifty seller very en- 
thusiastically. It has been the 
only outstanding feature we 
have had this season. Have sold 
thousands of pairs in all ma- 
terials. It has also helped our 
buckle business. Mandel’s, Inc., 
Los Angeles, Cal. 


the design which, of con. ;;_;_;_;;_;_;__—_——_—————————— 


the works. The bulk of business 
now in work, however, is confined 
to shoes for mid-winter selling, the 
result of the two weeks’ stoppage of 
work in this center. Every effort 
is being made to catch up on the 
orders delayed by this stoppage and 
most factories are rapidly getting 
back to normal. 

In a general way, the Brooklyn 
manufacturers are producing spring 
samples on the basic patterns of 
step-ins, straps and gored shoes. 
Oxfords also seem destined to play 
a part in spring shoes. New pat- 
terns are being evolved in which 
contrasting and harmonizing trim- 
ming materials are freely used. 
Narrow banding and fancy ap- 
pliqué designs are the main meth- 
ods of achieving different patterns 
in the new spring footwear. The 
Cubist idea is being used generous- 
ly by some manufacturers, particu- 
larly in kid footwear. 

On materials there seems to be a 
consensus of opinion favoring kid 
in the light shades as the leader for 
early spring selling. Fancy mate- 
rials are used mainly for trimming. 
Altogether, it looks as if spring will 
see more fancy footwear than was 
the case a year ago. There is de- 
cided tendency to put more trim- 
ming on shoes made in Brooklyn 
than was done a year ago and the 
patterns are much more elaborate. 

Theodore Cramer of John Cramer 
& Son, is a strong believer in kid 
as a leading material for spring. 
“It looks to me,” he said, “as if kid 
will outsell all other materials, par- 
ticularly in the Sauterne and Bois 
de Rose shades.” 

Emil Strassberger of Strassber- 
ger-Stiles, returned this week from 
a lengthy trip in Europe. During 
a portion of his trip, which covered 
several countries, he was confined 
to his hotel by illness. Neverthe- 
less, he brought back with him some 
new ideas in patterns and some new 
materials which he picked up on the 
other side. 

George Miller of the I. Miller or- 
ganization, also has just returned 
from a month’s stay in Europe, dur- 
ing which he visited the leading 
style centers on the Continent. 
Much of the information concern- 
ing styles which he gathered while 
abroad was passed on to the Miller 
agents at the convention this week. 


BROCKTON 
Narrower Toes and Swing Effects 
In the new samples of men’s 
shoes being shown for spring, by 


Brockton concerns, there is a 
[CONTINUED ON PAGE 98] 



































SHOES 


BROCKTON, MASS. 
Address all communications to the factory 




































































(> A. PACKARD CO. Makers ®Q 
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NETTLETON 
Shoes of Worth 






































Miller Agencies Hold 
Convention 


More than 100 representatives of 
I. Miller retail agencies gathered 
at the company’s factory in Long 
Island City, Dec. 1, 2 and 3, for the 
semi-annual Miller convention. In 
addition to the round table discus- 
sion for the exchange of practical 
experiences, the agents were given 
the company’s complete plans for 
the coming spring season and lis- 
tened to experts talk on various 
phases of the shoe industry. Among 
the outside speakers were Miss 
Harrington of Vogue, who discussed 
the development of the trend toward 
quality footwear; Mrs. Ray of Har- 
per’s Bazaar, who spoke on colors 
and styles in garments and their 
effect upon shoes; Arthur D. Ander- 
son, editor of the Boot and Shoe Re- 
corder, and James H. Stone of the 
Shoe Retailer. 

The “convention” was one of the 
best attended conclaves that the 
Miller organization has held in 
years. The -enthusiasm of the 
dealers over the merchandising and 
advertising policies developed by 
the firm for the spring season, as 
well as the new spring samples that 
were shown, was high. Practically 
all of the Miller agencies, covering 
almost the entire country reported 
good business and bright prospects 
for the coming season. Shortly be- 
fore the convention several new 
agencies were signed up by Irving 
Grossman. Two of these are located 
in Omaha, Neb. 


ST. LOUIS 
[CONTINUED FROM PAGE 91] 


One or two shades of colored 
satin, rosewood and parchment are 
mentioned as being possible style 
bets for early spring selling. Some 
buyers are already shaking their 
heads with a negative attitude 
which does not sound encouraging 
for this vogue. 


DETROIT 


Trade Somewhat Better Than 
Year Ago 


Business continues to show an 
improvement over the same period 
of last year, although there are 
indications of a spotty condition. 
Taken as a whole it is reported to 
be generally satisfactory, those be- 
lieving it should be better holding 
to an optimistic spirit that has 
grown rapidly in Detroit shoe 
circles. 

Patent leathers still keep the lead 
in leathers, with black kid a good 
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HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
co 


SHOES and RUBBERS 
Every Wednesday and Friday 























PULLMAN TRAVELING SLI 


oo than ever in Quality and fit 

ator.owners of Trade Mark Pullman’ 

MADE ONLY . Fetes 
6L sat.40 iD 

r4 4 oe 

full sizes 3 toll in. Stock 


M. GUSTIN 9. 
SOWIIDSt 


STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got to bok Stetson “a! 


THE STETSON SHOE CO., Ine. 
Seuth Weymeuth, Mass. 

















SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. 
values unsurpassed. Priced 
please. Investigate. 

CRAIG-REED & EMERSON, Inc. 


Boston Office, 10 High St., Room 304 


Selling 
to 

















BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 
Beston Office, ao. 168 Roses Steoet 




















fa li FOR MEN 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in ding immediate needs. 
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BEST-EVER SLIPPER CO., inc, BROOKLYN... ¥. 























ot 
Je ota "ir — 
The Quality ay 
aa TaN 
Swan Shoe Co., Baltimore, Md. 
PARISTYLE Poeryens MFG. co., TNC. 
“Catnes Outen, ted 199 W. 
HIGH GRADE MULES and DORSAYS 
Made of Setin, Ouilted Setin, Embossed 
Leather. Tinsel and Brocade 
Prices from $23.00 per doz. up 











SCZ 
f WHERE TO BUY 


Stylish Comfort Shoes 





DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St., 
New York City 














Many dependable and 
rofitable 


stantly im Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N. H. 























- EMIL RUBLACK 
Maker of Artistic 
Price and Sale Tickets 
Samples Mailed Free on 
40-142 WEST BROADWAY 
Ne. 250. $2.50 per 100 Established 1903 
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second. Black satins and tan calf 
are also selling. The pump type is 
leading the sales and with the pump 
the buckle. There are still gener- 
ous sales of strap types, but it is 
conceded to be a pump season by 
the larger stores. 

R. H. Fyfe & Co., have intro- 
duced the Fyfe Charleston, a college 
type for high school and college 
girls. These are shown in tan calf 
and in patent leather, oxfords and 
pumps with buckles. The J. L. 
Hudson Company have been featur- 
ing pumps with heels and buckles 
to match. One style shown was a 
patent leather with silver gray 
buckles and heels of mottled shell 
effects. At Kline’s a very short 
vamp d’Orsay pump in patent 
leather and black satin with an 
extremely high Spanish heel was 
shown. 


ST. PAUL 
Weather Blamed for Lull 


Retail shoe business has gone into 
another of its dull periods here. 
There has been a rather fair run 
of trade but nothing big. Dealers 
attribute it to “easy shoe weather” 
and the lull before the holiday rush. 

From the style standpoint the 
situation is simply made for the 
fellow who has been demanding 
fewer and less complicated models. 
Seldom have more beautiful shoes 
been displayed here. But they are 
almost entirely built on the simp- 
lest kind of lines. Of course, some 
novelties are being shown, the 
“lipstick pump” for instance, with 
its little roll of red leather at the 
instep. But for the most part mod- 
els are plain in comparison with a 
year and more ago. In street wear, 
tans and light shades of brown, 
particularly of the rosewood order, 
in plain strap and pump effects are 
favored. The evening slipper is 
having the call just now. For so- 
cial affairs the women are buying 
silver in plain materials such as 
satins and kid leathers. Where 
they want to match their gowns 


they are buying white satins and 


having them tinted the desired col- 
ors. 

Highly colored doeskins, such 
as pale blue, pale pink and 
green in plain effects with sil- 
ver tri are popular. 
Where they do not care par- 
ticularly to match the gowns, 
the women are wearing silver 
cloth and silver kid. A beaded 
gore pump in French mat kid 
(also in satin or patent lea- 
ther) is one of the striking 
numbers being shown. 












BALLET SLIPPERS—IN STOCK 
the unus kind 

Style Bie2 Bik. Glazed 

Kid, Seft Tee 
6-11 11%-2 2%-8 
$1.30 $1. $1.46 
—enme ~eees 
Speciafists in Ballet Manufacture 
241 No, 11th Street - Philadelphia, Pa. 











IN STOCK 
BLACK BALLET SLIPPERS 





Ladies’ 
$1.25 pr. 
pr. 
Childs’ 
$1.16 pr. 
nog a FINDING Co. BS 
St., New York, N 








BALLET SLIPPERS 
BLACK VICI KID—IN STOCK 





Athletic Shee Mig. Co., 124 N. Third St, Philadelphia 











QUALITY BALLETS— Six 
Soft T. 

6/11 $1.15 Fos 
11%/2 1.20 


1.26 
15c Extra 
Alse Men's and Wemen’s Sitppers ef every description. 


METROPOLITAN SLIPPER CO. 
134 W. B’way, mear Duane St. 


‘Sum 





New York 












sort TOES 














ARLE 
shoe patterns 


ARLE SHOE PATTERN CO. 
5¢ MAIN ST., BROCKTON, MASS. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 























est { Virginia 


et a Lrsan 
long-wearing, economical counter. 
Pulp Product Department 
Weat Virginia Pulp Paper Company 
Detroit New York 











T. W. Godsoe, Pres. 5} senen, Svecs. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 








The One 
W ater proof 
Leather That 


Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 South St., Besten, Mass. 








Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 














A ANAS TIP SRO tine 








a6 ELAM oF 


FlexibleTurn Shoes 
for the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 
ROCHESTER, N. Y. 


Boston Office, 183 Essex Street 

















No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 








BOOT AND SHOE RECORDER 


THE REST SHOE FOR 
RADIO TIME 


A Light Weight Item of Men’s 
Footwear with a Maximum of 
Comfort in It 


Style in house slippers is chang- 
ing, due in large measure to the 
radio and comfort of the man in 
listening to it. 

President John C. McKeon of the 
National Boot and Shoe Manufac- 
turers’ Association admitted that he 
knew very little about men’s shoes, 
but said that there was an oppor- 
tunity for a rest shoe for house 
wear. In Mr. McKeon’s talk in Bos- 
ton he said that one of the New 
England manufacturers had de- 
signed and produced the very thing. 

This “rest shoe” is something out 
of the ordinary, made exactly as a 
summer weight shoe is built, but cut 
low in slipper design. Edwin Clapp 
Lincoln, junior member of the firm 
of Edwin Clapp & Son of East Wey- 
mouth, in giving the new product 
the “Rest Shoe” name, emphasized 
the fact that any man could wear it 
walking out around the grounds as 
well as indoors. 

It is made of welt construction 
and the soles are moisture proof. 
This new shoe is made in a range of 
colors in imported morocco in green 
and tan, in kid leather in purple and 
red, in genuine pigskin in tan, and 
in the Russia leathers in tans. 

Inasmuch as the idea of a rest 
suit is the newest thing for men 
abroad, there is a possibility of find- 
ing a place for this extra garb in the 
United States. It consists of a 
dressing gown, trousers to match, 
and the new type of rest shoe for a 
foot covering. 


BROCKTON 
[CONTINUED FROM PAGE 95] 


tendency toward narrower toes than 
have been shown during the past 


few months. Swing effects also are 
introduced in relation to these nar- 
rower toes, the desire being to 
sound a new note in men’s styles 
for 1926. Lighter shades of tan 
leathers continue to be featured. 
Mustard color has prominence 
among these selections. 


Liquidation of Shoe Concern 


John C. Kelly Shoe Co., manufac- 
turers of men’s and boys’ Goodyear 
welts, has liquidated its business. 
Mr. Kelly was for many -years 
identified with the. manufacture of 
shoes in Brockton, being formerly 
a member of Kelly-Buckley Co. 


December 5, 1925 








J. R. BEATON CO., Inc. 
331 FOURTH AVE., NEW YORK 
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America’s Favorite 


7 NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 


THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 
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Sandalari Opens New York 
Office 


Last week Mary Bendelari of 
Paris, “the little boss” of Sandalari 
(as her hand-made shoe workmen 
call her), “breezed into” the RE- 
CORDER office with all of the latest 
“trappings” of “Les Grandes Boule- 
vards” and announced that she had 
opened a New York office. A neat 
little white card further tells of this 
fact. The office is located at 48 West 
Fiftieth Street, with Miss Josephine 
de Selding in charge. “Sandals, 
Slippers, Importation,” is the busi- 
ness of New York’s Sandalari. 

With only a few days’ sojourn in 
Boston, Miss Bendelari wended her 
way to Miami. After a few weeks 
spent in that city she will again 
“fly” north and will spend Christmas 
at the Lake Placid Club. She plans 
to attend the Chicago convention and 
will not return to the other side 
until some time in February. 

Miss Bendelari states that skirts 
in Paris are shorter than ever, that 
heels are high and that basket- 
weaves and fancy heels even on day 
shoes are popular. Raffia sandals are 
a new note in the footwear mode. 
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An “Ad” of 1845 


This old shoe “ad” recently came 

to light in Lynn: 
“SHOE BUYERS 

will find it to their interest to call, 
before purchasing shoes elsewhere, 
at the Manufactory of the Mutual 
Industrial Associates, Broad st. 
opposite Portland st., where may be 
found an assortment of Ladies’ 
shoes of first quality, which will be 
sold for Cash at fair prices by the 
hundred, dozen or single pairs. 

“Orders respectfully solicited, 
which will receive prompt attention. 

“N.B. The above shoes are made 
expressly for the retail trade by an 
Association of Journeymen.” 

The advertisement was dated Feb. 
15, 1845. 


To Make Welts and McKays 

SALEM, Mass.—Ryan, Rogers Shoe 
Co. started this week to make welt 
and McKay shoes for the big city 
trade. This company was recently 
incorporated with a capital of $100,- 
000. J. A. Ryan is president, H. W. 
Stevens is treasurer, and A. F. Fish 
is clerk. The company has taken the 
Goodhue Street factory of Cass & 
Daley Shoe Co. 








New Men Added to Cincin- 
nati Store Staff 


CINCINNATI— Many changes in 
the staff of the Pohl’s Walk-Over 
store were noted in the last few 
weeks since the opening of the $4.90 
basement. Among the new men are 
James Vorhees, formerly with the 
Queen Quality shops, Rollman Co. 
and Potter Shoe Co., and R. Mitchell, 
formerly in the wholesale business 
in the East and with Mabley & 
Carew Co. E. Johns, former sales- 
man and window trimmer with this 
store, has left to accept a position 
with Collette Co. of Kansas City, Mo. 


Credit Business Criticized 

St. Louis—The Huette Shoe Co. 
in a quarter-page newspaper adver- 
tisement questions the economy of 
buying footwear in stores that carry 
charge accounts. They point out in 
the advertisement a number of over- 
head expenses necessary for main- 
taining of such service, which they 
assert must be paid by the customer. 
A $50 cash award is offered to the 
individual writing the best letter on 
“Why It Pays To Pay Cash.” 





















GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 






















APPROVED BY 
MEDICAL MEN 


asa support for the ankles of 
gtowing iidren and as a _ fully 
ventilated shoe, the Burkley Venti- 


Well known recommend its 
use. 


lated Foot Developer is unexcelled. 
surgeons 

Make your stock of 

venti LaTiOns) children’s shoes eom- 

eatentso «=—-:dDlete:~by sending your 

,] order today. * 

; Brockton 2133 

immediate action. 

BURKLEY 

SHOE CO. 


1156 Ne. Main Street 
Brockton, Mass. 












Greecey Boupoirs | 


GREELEY BOUDOIRS ARE 
THERE 


They are the shoes for a quick turn- 
over with satisfaction to customers. 
If you are not now selling them, let 
me send samples, and see for your- 
self what a fine proposition they are. 
I have created and maintained a 
standard of quality which pute m 
product in a class itself. Blac 
and colors. Leather or rub- 
ber heels. Black kid, rub- 
ber heels only. 
























In Stock 86 pair 

cases. if 

jobber cannot 

supply you write 
me. 




































































BOOT AND SHOE RECORDER 














page per issue: 

Space l1time 7times 13 times 
Ses. 58 $5.00 $4.00 $3.50 
ee ae 10.00 8.00 7.00 
Pic's tne 15.00 12.00 10.50 
4 Meenas 20.00 16.00 14,00 


26 times 62 times 
$3.00 $2.50 SHor RecoRDER 
date. When 


12.00 10.00 
Payment in advance is required, except when regular advertisers, as amounts are too small to open a 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 


6.00 5.00 
9.00 7.50 


















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








A big St. Louis manufacturer 
would like to hear from sales- 
men who are acquainted with 
the trade in northern New York 
and Vermont. Territory includes 
towns of Gloversville, Little 
Falls, Watertown, Ogdensburg, 
Plattsburg and state of Ver- 
mont. Do not apply unless 
acquainted with this territory. 
Give references and amount of 
sales. Address B 776, c/o Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass, 





CALIFORNIA 


We want 


OREGON 


cover the above territory. We make unlined UNION 





WASHINGTON 


eopeienond salesmen to 
STAMP WORKS SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 
Write for particulars, giving references. 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 














WANT SALESMEN 


Can you sell a line of Men’s Genu- 
ine Calf Skin shoes with 9 and 10 
iron Bend Soles for $3.50 less 5% 
discount? The greatest valugs in 
Young men’s Snappy shoes in the 
World. Stock carried on floor. 
Don’t apply unless you have an 
established trade. Sold on straight 
commission basis 6%. 


COBLE SHOE COMPANY, 
HUMBOLDT, TENN. 


Some First Class Salesmen 


serving good credit and volume retail accounts are adding consider- 
ably to their earnings by also selling from a 25 sample line of chil- 
dren’s medium grade stitchdowns made in a specialty factory here- 
tofore dealing with wholesalers. One of the best combinations of 
design, service, and price are being made. More salesmen of this 
type are wanted for territories not yet filled. Straight commission 
only. State age, references, and names of other lines now carried. 
Promptly address B 746, care of Boor AND SHOE RECORDER, 207 South 


Street, Boston, Mass. 

















SHOE SALESMAN 


to carry a line of Brooklyn Nov- 
elty turns. Experienced man with 
an established retail following 
volume. 


Barnet Cohen Shoe Co., Inc. 
261 Lorimer St. 
Brooklyn, N. Y. 








Salesmen Wanted 


To sell well-known QUALITY 
line of “Milwaukee made” work 
shoes, nailed and welt. 


Territories 
Illinois Indiana 
Kansas W. Penn. 
West Va. E. Tenn, 
N. Texas Oklahoma 
City of Chicago Ss. Wis. 


Write us for our proposition 


Address B 807. 
e/o Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








New England Salesman Wanted 


We are looking for a reliable salesman 
with an established trade, who possibly 
has one or two other non-conflicting lines 
to represent our line the year round ip 
New England. Our. line is widely recog- 
nized as a successful one and consists of 
First Steps to Growing Girls’ turns in 
high and medium grades. We will be 
interested only in a high type man who 
is thoroughly familiar with the trale 
and has a sample room in a good loca- 
tion. Best of references required. For 
further particulars address 


B 810, 
c/o Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 
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SALESMEN WANTED 





Illinois, Wisconsin, Indiana, Kentucky, Minnesota, Chicago, 
Philadelphia, Detroit, Kansas City, St. Paul, Milwaukee 


Old established manufacturer recently reorganized desires experienced salesmen to cover the above State 
and City territories. Complete Jn Stock line of Ladies Novelty Footwear to Retail at $4.00, $5.00 and 
$6.00. Right up to the minute. Prefer salesmen with cars who cover their territories close. Highest 
commission. Write us in detail including references so that we can come to a decision after reading your 


first letter. Address: 





B 811, c/o Boot and Shoe Recorder, 189 W. Madison St., Chicago, Ill. 
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SALESMEN WANTED 








SALESMEN WANTED 





SALESMEN WANTED 











Have Opening for a Few 
Real Producers 


who have established trade and 
work their territory close to take 
out the fastest selling line of pop- 
ular priced play and school shoes 
on the market, “made by Ramsey’s 
Famous Triple Stitched, Guaran- 
teed Not To Rip Process.” Lib- 
eral contract that will produce 
large income. 


New Line Ready January 
Second 







Following territories open: Ala’ 
Louisiana, Texas, Ohio, Michig: 
Southwest, Northwest, Illinois. irst 
letter give in detail territory covered, 
amount of shipments, present connec- 
tions, etc. 


E. J. RAMSEY CO. 
347 Rider Ave., New York City 


WANTED 


Several live wire salesmen to sell 
as side line a medium priced Stitch- 
down line as well as Satin, Leather, 
and Felt Slipper Novelties consist- 
ing of 25 samples to call on volume 
buyers. All territories Northwest 
and South open. Straight com- 
mission basis. Monthly §settle- 
ments. State age, reference, terri- 
tory covered and names of other 
lines now carried. Confidential. 
Address B-808, care of Boot & Shoe 
Recorder, 207 South St., Boston, 
Mass. 


Side Line Producer 


We have the states of No. Caro- 
lina, South Carolina, Georgia, 
Virginia and New York open to 
good side line salesman. 

A medium priced line of ten num- 
bers of children’s  stitchdown 
shoes—all in stock. Milwaukee 
made. 

There’s good money for real pro- 
ducers in this line. 


Address B-809, Boot and Shoe Re- 
corder, 189 W. Madison Street, Chi- 























SIDE LINE SALESMEN! 
of ve 


Seven per cent commission paid on shipment. 
Writs giving us full informa’ 

A. A. CUTTER COMPANY 
Eau Claire, Wis. 











A Real Line for 
Real Salesmen 


Women’s novelty footwear sell- 
pular prices 
Commis- 


ing to dealers at po 
on attractive terms. 
sion basis. A few open terri- 
tories to be closed with live-wire 
salesmen. There may be better 
propositions but we do not know 
of them. Address Sales Man- 
ager, Finlin Novelty Shoes, 140 
Lincoln St., Boston, Mass. 








SALESMAN to carry nationally-known line 

of Turn Leather Sole Boudoirs in colored 
leathers and quilted satins; also Ballet slip 
soft and hard toes, side line. Address B-766, 
care Boot & Shoe Recorder, 207 South Street, 
Boston, Mass. 








erences required. Address B-71i, care of 
SS a eR Se Se, Oe 



























larger cities. 


tory. 


{ Men we want 
clientele in smaller towns as well as the 


ROGERS BROTHERS WANT 
SHOE SALESMEN—PLUS! 


to sell popular priced 
Instock Novelty Shoes 


q A real opportunity for the right men to 
increase their earnings. 


have established 


{ Liberal commission with restricted terri- 


{| Ample advertising assistance assured. 


{| Preference given to men now traveling 
their own territory. 

{ Apply at once in your own handwriting; 
give full particulars of present territory, 
experience, etc. Entire matter confiden- 


{| New spring line ready Jan. 1—write NOW. 


ROGERS BROS., Manufacturers & Distributors 
59 Lincoln St. 


Boston, Mass. 











LVE wire salesmen wanted. Snappy McKay 

ey line. Priced to sell in volume. 
One for Minnesota and Wisconsin. One for 
Texas. Commission 6%. Must have established 
trade. Address B-786, c/o Boot and Shoe Re 
corder, 207 South St., Boston, Mass. 





ANTED—Experienced men with a follow- 
ing in New York, Philadelphia, Pittsburgh, 
Cleveland, Detroit, Chicago, Cincinnati, D: 
and New Orleans, to sell our line to the 
Volume buyer. Making Novelty covered heel 
McKays to retail at $3.50 Will send new 
patterns often. Commission 6%. Give ex- 
ience, line you have and how much you 
ave asepes this year. Address B-802, c/o 
poet & oe Recorder, 207 South St., Boston, 
ass. 





WANTED — An experienced Felt Slipper 
. Salesman to sell a high grade line of felt 

slippers in New — =~ Address B-803, c/o 

pe & Shoe Recorder, 207 South St., Boston, 
ass. 





XPERIENCED salesman to carry high 

grade line of Brooklyn turns priced at $5.50 
to $6.50. Pacific coast territory. Commission 
basis. Address B-806, c/o Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





MANUFACTURER of Women’s welts, wants 

experienced salesmen for large middle- 
western cities. 25 numbers carri in stock, 
featuring wide ankle novelty and staples with 
arch support shanks. beral commission. 
Address B-805, c/o Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMAN to represent Detroit Jobber for 

City of Detroit. Fine E. -y—— 4 for ex- 
perienced man who can produce results. State 
experience, salary, i *9 and give references. 
Address B-804, c/o Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





IGH GRADE salesman with established 

trade to carry a manufactured side line of 
felt, cushion and hard sole, slippers on strai 
commission in any southwestern territory. 
References required. Give all details with first 
letter; line ready January Ist. Feeman-Thom- 
son Shoe Co., Manufacturers, St. Paul, Minn. 


MANUFACTURER of Misses, Children’s 

and srowing girls McKay Shoes, wants 
Salesman to sell to jobbers, on commission 
basis. Address B-801, c/o Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


SALESMAN wanted to sell snappy line of 

Women’s low price novelties. Commission 
basis. Reply in first letter giving references 
and territery desired. Selwel Shoe.Co., 130- 
132 Lincoln St., Boston, Mass. 
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POSITION WANTED FOR RENT FOR RENT 


ora 00 0060 1010 
eee ait ti cdedacer we eee | There’s No Better Location to 


If you need a manager for a high 


class shoe shop—one who has 
os = — = ne Py % ll S]} * N Y ! 
on—wr: con entia. - c/o 
Boot & Shoe Recorder, 207 South e oes In - ee 
St., Boston, Mass. 
You can now secure a New York City sales office and display room in the 

best location in the largest shoe buying center in the worl 

Suitable for a substantial line alone or for two non-competitive houses. 


ANTED—Position as Manager or Buyer or ‘ 
WAnten- with aggressive and wide awake For details address 
sed aes seme Gigs aude, ak -aamiie 

mt youn ne capable 
7 cation comien B-765, c/o Boot and Shoe Recorder 


results. Address K-843, c/o 
and Shoe eco 


der, 207 South Sti, “Boston, I 127 Duane St., New York City, N. Y. | 
or0n) ore oo 010 


CHILDREN’S SHOE FACTORY EXECU- 
TIVE OPEN FOR A_ POSITION. 
= tae foctery en, | who has 
m successfully emp! ores ior several years in 
leadin Eastern and Middle Western shoe FOR LEASE WANTED TO PURCHASE 
manufacturing concerns, is open for position 
in jean 6 near future. di Has _ ' wide q.. 
successful experience in directing the produc- ANTED—A live wire concern to sub-lease 
tion of children’s, misses’ and growing girls part of a newly enlarged basement for c A Ss H Pp A I D 
footwear of the better sort. Best of references ladies’ shoe department at a popular price in 
furnished. ‘ For further particulars address, millinery store with a 100 ioeation. Vanitie for shoe stores or surplus stocks of 
e -“ c/o Boot & Shoe Recorder, 207 South Hat Shop, 371 Main St., Worcester, Mass. shoes or for other merchandise. Leases 
, Boston, Mass. taken over. We will send a repre- 
sentative to investigate and make 
SALESMAN who has represented well known offer upon request. : 
Brooklyn Factory for 5 years, with large MISCELLANEOUS Kalter Cerf. Mercantile Co., Inc. 
following among best stores, is available for 591 a New York City 
immediate representation of ladies’ novelty line. Phone Spring 5160-5161-5162 


Territory New York to Chicago. Address 
B-816, c/o Boot & Shoe Recorder, 207 South a ” 


St., Boston, Mass. R ATTRACTIVE bh 
° We buy quick and pay highest cash 
F.XPERIENCED manager of $4.00—$5.00 SHOE CARFONS price for retail and wholesale stocks 
Men’s shoe stores, wants to build up a oes or any other merchan 
New England chain for some reliable manu- I A i =4 | > ’ ——= no object. 
facturers, on a commission or part-ownershi for th , For 30 years our specialty. 
feee- Reterences =“ ae oy 4 cotas — the exclusive shoe ti \ Bank and mercantile references. 
ress »_ c/o Boot oe Recorder, PRICE-SERVICL-OUALIFA BROOKLYN PURCHASING SYNDICATE 
207 South St., Boston, Mass. . THAT SATISFY W. 
610 


LINE WANTED om | Phone Pulaski 1796 


WANTED, for New York, New Jersey, an ' 4 ‘ 
up to date popular priced line of men’s, Tre or eev eL: 

boy’s, little gent’s shoes in stock, well ac- of Az 3 Be HIGHEST CASH PRICES PAID 
quainted, hustler, car, commission basis, finest 26 $°27's LEXINGTON AVE for entire shoe stocks. We also buy 
references. Address B-813, c/o Boot & Shoe BROOKLYN NY your ogy or slow sellers. Quan 
Recorder, 207 South St., Boston, Mass. AMER ‘ , AR} OA { no object. Retail or whol 

e ; ferme ye * taken off your hands. 
WANTED popular priced line of Ladies’ confidential, Establish a 1890. — 
Pe by + = —H = trade. og 7 upon UBERG 
1s. trade preterr ut mot necessary i euler Street City 
a is right. dettitory middle mg eo We ches and Street Se day fur- 

est covered for past ten years. Can show 

record of proven ability and t of references. nishing goods, et». Dry Dook 0353 
Drawing account basis. Address B-814, c/o 
Boot & Shoe Recorder, 207 South St., Boston, 


pe FOR CASH 


ANTED—A line of Ladies’ medium price serplus sho bo 
Werexciy shoes as side line for state of SR SP ee ae Som, aw 
Louisiana. On commission basis. Address Also buy entire shoe stocks. Quick terms. 

La. 25 years in the jobbing business. 


J. E. Pitre, Oakdale, 
MARTIN POSNER & CO. 
326 Church St., New York, N. Y. 


HELP WANTED 
Phone Walker 5846 


WANTED—COMBINATION SHOE MAN 
—Buyer, Manager, Salesman who knows 


shoe retailing. Buying and selling women’s 

and childrens’ medium and popular priced lines. 

Modern department store, Eastern North C ASH P AID 
jrenne yn “= — Position open 

ebruary first. etails, past experience, 

reference, age, salary expected, in first letter. on Thorndtixe street, for entire shoe stocks or s' 
Wonderful opportunity to develop real_ shoe of sh 

business in growing store. Address B-812, 
c/o Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 




















































































































WANTED TO PURCHASE 








FOR SALE 


FOR SALE—Retail shoe store in central and 
———— Il. THE NEW YORK EXPORT ‘ 

PURCHASING CORPORATION No matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless you need the 


FOR SALE: Shoe store in one of Indiana’s SURPLUS STOCKS Boot and Shoe Recorder 


best aa weggas —, 18,000 os Oe 
c/o ALL THE TIME 
basements 








Reaso’ 
geeupied i in, gow . HE. a eclling, on B- 196, c/o 
Boot an hoe Recorder, 207 South St., "Bos- 596 BROADWAY, NEW YORK, N. Y. 





Particulars b Address 
poet & Shoe Sanoeden: 207 South St., Boston, 
‘ass. 
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MISCELLANEOUS 





MISCELLANEOUS 
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| ready. 








Get the Good Will of Your Neighborhood 
Through 


Our catalogue of novelties for children is now 
1 the home, office, etc. Send for free catalogue. 


PRETTY 
37 East 28th Street 


the Children 


We also have some very fine novelties for 


“Gain a Lap on Your Competitor.” 


SOUVENIR ADVERTISING COMPANY 
New York City, N. Y. 











FIXTURES 
Made by 


Segall & Sons 
933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 





U 








Milbradt Rolling 
Step Ladders 


2416 No. 10th Street 
ST. LOUIS, MO. 








IDEAL ROLLING 
LADDERS 











are 
155 Goeps 





























=! Shoe Store 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 








A bright, young clerk approached him and 
was quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beamed relief, 
and said, “Those feel good. What gives 
that restful feeling?” 

“Oh! that’s the Crawford Shank,” said the 
clerk, and he explained it. 


yal 


" 





The Crawrorp Arcu Suprortinc SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and removed 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 
accommodate the natural flattening of the 
arch and springing back with the foot as 
it is raised. 







The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 
Supporting Shanks. 



















friends patronize the store 
selling shoes with Crawford 
Arch Supporting Shanks. 


- United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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You Don’t Have to 
Explain or Argue the Superiority of* 


cart ROGERS BROTHERS NOVELTIES 


Newspaper Mats Merchants who sell them travel ‘the Straight 

Furnished Free Road to more profits. They concentrate on 
the Rogers line because month in. and month 
out, year in and year out, they are dependable 
sales producers. 





P 
pale lots of each 


“Ritz” non-tarnishable imported 
genuine silver brocade—No. 5252— 
with light beveled sole, 16/8 full 
Louis heel—A to C. 


$4.85 


No. 5253—Beautiful quality white 
satin, absolutely guaranteed for dye- 
ing purposes. 16/8 full Louis heel— 
beveled edge sole. 


$4.60 


“Helen” with new  self-adjustable 
buckle strap. No. 5263—Patent with 
strap of Blonde and Rust Kid and 
Patent. Black Velvet with satin 
strap. Blonde Kid with two-tone 
contrasting kid—16/8 Full Louis 
heels—A to C. 


$4.75 











59 Lincoln Street 
Boston, Mass. 


135 Bush Street 
San Francisco, Cal. 
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PROGRESS 


TWO AND ONE-HALF years ago, Goodman Bros., in con- 
junction with their jobbing and importing business, began the 
operation of the first Triumph Hosiery Mill in Philadelphia. The 
enthusiasm with which Triumph Hosiery was accepted by the 
Trade and by the Consumer caused the business of this Mill to 
increase by leaps and bounds. A second mill was added. Expansion 


in both mills has been continuous ever since. 





With the beginning of 1926, all efforts. will be concentrated on 
the manufacture of Triumph Full Fashioned and Spring Needle 
Silk Hosiery for women. The jobbing and importing business 
of Goodman Bros. will be discontinued, and the entire executive 
and sales personnel devoted to the making and distributing of the 
products of TRIUMPH HOSIERY MILLS, INC. 


Criumph Hostery Mills, 7. 


NEW YORK AND PHILADELPHIA 
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Every Woman demands 


Better Hosiery now 


Because hosiery has become the 
most important accessory to dress, 
you must have a complete assort- 
ment of the very best quality. “Just 
any silk hosiery” made to fit a price 
situation will not do. If you do not 
have the best hosiery, made full 
length and full size, of the highest 
quality silk, your customers will go 
somewhere else to get it. Style de- 
mands the best hosiery that looks 
well after repeated launderings. 
If you attained the reputation of 
carrying the best hosiery in town, 
the women would come to your 
store for their hosiery purchases. 
Every woman now demands the 
best. 


HOSIERY 

















Hosiery Style Book 


To assist women in selecting 
the right color combinations, we 
have prepared a hosiery fashion 
booklet, printed in colors, showing 
four costumes, which gives the 
material and color combinations of 
the costume, shoes and stockings. 


This twelve page booklet is now 
being used in the hosiery depart- 
ments of hundreds of stores to 
aid in the selection of the right 
hosiery for every occasion. This 
booklet contains color charts for 
every combination. 

We will gladly send it free to 


any merchant who applies for it. 
Ask for Style Booklet A. 














BROWN DURRELL COMPANY 
GordonHosiery - Forest Mills Underwear 


New York. 
11 West 19th Street 





Gordon Underwear 


Boston 
104 Kingston Street 
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PRIZE WINNERS 


Of the IRON CLAD Cross Word Puzzle Contest 


Mrs. Ray Sperbeck of Swea 
City, Iowa, sent in the 
Cross Word Puzzle winning 
first prize. 


WINNERS OF THE 
$10.00 PRIZES 


Arthur H. Groth, Reedsville, Wisc., 
wi H. Dann Co., merchant—Collins, 
8c. 
Ralph Schepers, Lokker Rutgers Co., 
merchant—Holland, Mich. 
. Muncey, Jay Wooff, Merchant— 
Jessup, Iowa, 
Mrs. Jess C, Shanks, Sol H. Blank, 
merchant-——Mt. Carmel, III. 
Miss Lydia Barton, Meyer-Wilms Co., 
merchant—Quincy, I 


WINNERS OF THE $5.00 PRIZES 


Mrs. R. E. Goodapple, Meyer-Wilms Co., merchant—Quincy, Ill. 
Mrs. HB. M. Fleming, Rose & Bucklen Co., merchant—Slater, Mo. 
Mrs. C. L. Ward, Fred D. Dodge, merchant—Columbiana, Qhio. 
Mrs. Neva Hansen, Harty M. Stanberry, merchant—Clarion, Iowa. 
Mrs. - Chadd, ogy, 2 & Roberts, merchant—Callaway, Nebr. 

Mrs J. Laneberg, J P. Ryan, merchant—Creighton, Nebr. 
Mrs. Prank Winburne, Hinton’ s Shoe Store, merchant—Conway, Ark. 
Mrs. Mary Spangler, Thon Mere. Co., merchant—aAshley, Ill. 

Wilna Rose, Gleason & Gleason, merchant—Windgor, ti. 

e. Gc Brandt, Randolph, Iowa, Dunn’s Cash Store, Tekamah, Nebr. 


WINNERS OF THE $2.00 PRIZES 


Miss Minnie Wantz, Box 72, Clemons, Iowa, H. F. Butts & Sons, merchant. 
Arline Carpenter, M. M. Jones, merchant—Estelline, 8. 

Miss A. M. Langford, Nelson-Row Co., merchant—Gibsland, “Towa. 
Mr. Lucius F. Clark, LaMoille, Minn., J. - 


Minn. 

J. ors Platte City, Mo., John Morton Co., merchant—Smithville, Mo. 

Mrs. J. McCullough, Cohn & Heying, merchant—Fayette, Mo. 

Jerry Burks, Farmington Merc. Co., Mo. 

F. M. Freese, 908 Tioga St., Abbott Bros., 502 W. State, merchant— 
wr 4 nm &, 

Mrs. W. C. Wiese, Box 6, Wollesen & Jipp, see Eieete, Towa. 

Mrs. A. J. ~~ ag E. 1. Carson, merchant—LeRoy, 

Mrs. B. A. DuBois, R. Luetke, merchant—Villa Park, 

Mrs. , ot Smith, | 3% N. Dak., N. A. Botton, _~ 2 


t—Dakota, 











N. Dak. 
Sara Lombard, Hyde & Purdy, merchant—Hart, Mich. 
"= _—. ams 866, Chicago, Ill., Fetke & Rutkoske, merchant— 


ich 
ng Katherine Rommel, Mac’s Mercantile Co., Waterville, Kans. 
A. J. Dorr, Box 122, W. EB. Shepherd Co., merchant—Madison, Ga. 
Juanita Ragan, Clarksville Mercantile Co., merchant —Clarksville, Ark. 
Hume, Gupton, merchant—Oxford, r. 

Mrs. F. D. Keister, 812 N. Main St., Colfax, Wash., Sar & Taverner, 
merchant — Esser, Towa. 
Mrs. R. Grant, Ogle’s Store, 

Miss Mary Sterns, Crescent Mere. Co., tt eva a Ry “Wash. 

John W. Harvey, R. E. Chandler, merchant—Albany, Ala. 

Frank Clark, Nelson & Berry, merchant—Pittsburg, Texas 

Mrs. C. W. Richard, Chas. Lillie & Sons, merchant —Coopersville, Mich. 
Ethel King, Weir, Tex., The Fair, merchant—Georgetown, Ti 


WINNERS OF THE $1.00 PRIZES 


Mrs. D. A. ae. E. 8S. Vawter Co., merchant—Fowler, Colo. 
Mrs. Ross F. Bowron, Umatilla Supply Co., merchant—Umatilla, wis. 
Mrs. W. C. McCommons, The Bee-Hive, merchant—Thomson, 
Esther, I. Meikle, 4019 Leamington Ave., The Juvenile Shop, “merchant— 
Chicago, I 
Mrs. B. nt Carlson, A. F. Christiansen, merchant—Battle Creek, Iowa. 
Mrs. W. E. Skegge, Moseley Shoe Co., merchant—Albany, Ala. 
Grace E. Webster, William Bros., merchant— 24 , 4 
Miss H. Swartz, J. A. Hamilton, merchant—Clinton, W: 
Mrs. Rowe Watson, A. Kahalley Co., merchant—Bay Minette, Ala. 
Mrs. Nathalia McEcan, 148 Belvidere, W. Fall, m erchant—Forest Park, Ill. 
Mrs. Davis L. Carrison, J. A. Cox & Co., merchant—Fairfield, 
Royden K. Rea, Elias Winter & Son, merchant—Logensport, ty 
Miss Erma Jackson, HB. A. Mayne & Son, merchant—Sanbor: ty Towa. 
Bessie L. Edge, Newton Merc. Co., merchant—N 
L. Nixon, 8. C, Smith Mere. Co., merchant —-Mankato, Kans. 
. F. Smith, Ben M. Pulliam, merchant—Adairville, Ky. 
Pi ng, M. Hyde, merchant—Winnfield, Iowa. 
Bareman & Wagenaar, "quesuinnat—Gostend, Mich. 
kin, Wayne Clover Store, me erchant—Lingle, Wyo. 
J. A. Rudolph, merchant—aAntigo, Wise. 
. Maiden, Maiden & Maiden, merchant—Meadow View, Va. 
Pa: 


hent._Battheh 
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Sopases 
BIER: 
S52 


Boyles, Stacy Dry Goods Co., a gg Tenn. 
rker, Tolesch Shoe Co., merchant—Enhis, Tex. 
- "Druschall, 4 N. Braude, merchant—Zelienople, Pa 
mpson, I. T. Adams, merchant—Colome, 8. Dak. 

Anderson, Frank Quawitz ‘‘The Famous,”’ merchant—Broken 


a. 
bertson, A. White & Co., merchant—New London, Ohio. 
Mrs. Harvey, M. G. Tixier’s Store merchant—Clayton, N. Mex. 
al M. Johnson, — & Conde, merchant—Ballston Spa, N. Y. 
Miss K. M. Hamel, R. Powell, merchant—yYgzoo City, Miss. 

Robert G. Randall, at Mere, Co., merchant—Rapelje, Mont. 

W. C. Birmingham, Northwest Dry Goods Co., merchant—Long Pine, Nebr. 
Mrs. —— L. Partridge, O’Grady Bros. Co., merchant—Paw Paw, ‘Mich. 
Mrs. a Dewey, ag Hastings, merchant—Ruthven, Ia. 

me © a plex J. D. Hicks & Sons, merchant—Carson, Ia. 

Mrs. J. H. High, 2328 Fifth St., Guthier’s, Inc., merken —Gresntetd, Ind. 
Mrs. W. J. Briese, Syndicate Clothing Co., mercham—Creston, Towa, . 


Somes 


Z 


on 
= 


5 
nearer 


ave 


Ist Prize $100.00 

Mrs. Ray Sperbeck, C. A. Holm, merchant—Swea City, Iowa. 

2nd Prize $75.00 
Mary Frances Henry, J. L. Long, merchant—Fort Valley, Ga. 

3rd Prize $50.00 
Miss Ruth Hoepker, Trapp’s Store, merchant—Sun Prairie, Wise. 

4th Prize $35.00 


Miss Mabel Hoepker, Trapp’s Store, merchant—Sun Prairie, Wisc. 


5th Prize 732- 00 
Mrs. Otis A. Smith, L. 8. Mah x h Al dria 
6th Prize "$15.00 
Mrs. B. W. Reeder, E. P. McGill, merchant—Canton, Kans. 
3 More Big Days for 
IRON CLAD Dealers 


ERE is another big opportunity to cash in on the 

IRON CLAD Cross Word Puzzle Contest 
Through your local newspapers or handbills advertise that 
names of the Cash Prize Winners will be upon display 
in your store on certain dates. Use the electro of the 
winning solution we are mailing all dealers who sent in 
solutions, to make this advertisement more attractive. 

Make a good display of IRON CLAD Hosiery in one 
of your show windows and announce there also that names 
of the winners are posted in your hosiery section. In 
your hosiery section make a good display of IRON 
CLADS around the reprint of this ad which we are 
sending. 

When these crowds are in your store thinking of the 
name “IRON CLAD” will be an opportune time to fill 
all their hosiery wants for the cold weather months with 
IRON CLADS. 

Make Your IRON CLAD Display TODAY. 


Cooper Wells & Company 


250 Broad Street St. Joseph, Mich. 
Mills at St. Joseph, Mich. and Albany, Alabama 














Mrs. J. M. Leef, 504 Main Ct., C. Kinne & Co., merchant—Highland, Il. 
Edna Shore, Parrish & Buckner, merchant—Norborne, hs 

8. J. Olson, Roy Cassell Store, merchant—Wilcox, Neb: 

Mrs. Geo. Cox, Hale, Mo., oe Shoe Store, tmerehans—Chillicothe, Mo. 
Wayne A. Rogers, Armst: Co., merchant—Cedar 7. Towa. 
Mrs W. K. Hoover, A. J. Hirt & Co., merchant—Lovington, Ill. 

Martha ladirk, 8. N. Soelberg, merchant—Elba, Nebr. 

Dr. 


B. B. Cloutier, %. , 
Mary Goodrich, Broom’s Store, merchant—Motley, Minn. 
Miss Veronica Fischel, Joseph Reuter, vill 
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This is the solution that won Ist Prize 
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SEE 
C 711 


at the convention 


C711 


has been remarkably successful in 
hundreds of fine shoe stores— 


C711 


A better value and a bigger seller than 
ever before— 


C711 


a fine silk hose of service weight— 


C711 


in the new colors—always ready to 


> ey 


with beautiful advertising displays 
especially adapted to shoe stores 


C711 


in booth on Hotel Sherman Mezza- 
nine at the Convention of the National 
Shoe Retailers Association, Jan. 7th, 
8th and 9th, Hotel Sherman, Chicago 


Be tee Cc 711 
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N IDEA—Have a set of 
single stockings in different 
shades fastened together at 


the top. Put the name ’of the coler on 
each one. When the salesman returns 
to his customer with shoes let him 
bring the stocking set for her to look 
at while she is deciding on. sho .. 


~ CARSON PIRIE Scott & Co 


CHICAGO— The Great (Central Market 
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TRADE MARK 


| UNDERHOSE 


“Every advantage exper- 
ienced where comfort 


for the foot is required. 


“Sheresole” Underhove — 
-is made of the best qualicy q 
) wool reinforced with Egvp- 
‘tian cotton to prevent’ 

shainkage. The best Eng 

lish mercerized yarn used | 
in the sole to give the nec- 
essary thinness for shoe 


“Onyx” Hosiery Inc. 
INTRODUCES 
THE NEW UNDERHOSE 


“Onyx Sheresole” 


Every advantage where foot comfort is desired 


—no straps to chafe 
—allows snuggest shoe to fit with comfort. 


Sell them together —for wintry weather 


“Onyx Sheresole”’ 
UNDERHOSE 
No. 3184 UK—Seamless wool, knee lengthe $5.50 
No. 3186 U—Seamless wool, full length $6.50 
No. 3190 — Seamless silk and wool, full 
Re: 6 oak eee 
No. 3182 U—‘Sheresole” seamless 
wool, full length with sole 


of English mercerized yarn 
(as illustrated) . . . . $8.00 


“Onyx Pointex” 
SILK, WITH LISLE TOP 
No. 155—Medium weight . . 


No. 255—Service ga 
No. 355—“Sheresilk” ; 


PURE THREAD SILK 


No. 350—Service re | : 
No. 450—*Sheresilk” sass 


$12.50 
- + $15.50 


$21.00 
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Onyx" ® Hosiery 


San Francisco Los Angeles 





Chicag Philadelphia Boston sitese tis) 
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After Christmas—W hat? 


“Winter Sports” Offers an Idea 


Jy 


* 


MK 


At Southern winter resorts the best 
looking photos are of the partici- 
pants—but the best looking—and 
most—hosiery is worn by the gal- 
lery. Your biggest opportunity will 
be found in playing to the latter. 


HE period following Christmas 
is usually devoted more to 


house-cleaning and good reso- & 


lutions than to selling. The gener- 
ally accepted opinion seems to be 
that “no one buys after Christmas.” 
Here and there, however, we find 
stores who refuse to accept this 
opinion. They keep right on selling, 
apparently in ignorance of the fact 
that no one is buying. 

Analysis of the sales methods of 
these stores shows that they strike 
a new theme—revive flagging inter- 
est in their merchandise by present- 
ing it in some new way—by indi- 
cating specific occasions for its use. 


UCH a theme is winter sports. 
There are stores, of course, 
which make a specialty of outfitting 
people who take winter vacations in 
the north or south. While this may 
not be the class of trade served by 
you, yet the theme can be still used 
as a window trim idea, or to boost 
the sale of hosiery for winter sports 
in your own community. 

In the north are needed heavy 
hose for skating, snow-shoeing, ski- 
ing, or even hose for the out of door 
workers. In the south is every form 
of summer sport with its hosiery 
needs for both participant and gal- 
lery, the latter being by far the more 
important of the two. 

With the idea that this thought 
will be helpful in bridging over what 
ordinarily is a difficult time in retail 


merchandising, we present in this © 


issue of the hosiery section, practical 
window trim ideas which can be 
utilized “as is” or adapted to your 
needs. 

Never has the American public 
spent so much time and money on 
sports. The merchant should get 
his share. 


Be 


| 


Sports at Northern winter resorts 
call, of course, for heavy hose and 
there’s lots of it to be had at a 
wide range of prices. Wools, heavy 
lisles, combinations of silk and 
wool, rayon and wool are all good. 


Issue of December 5, 1925 





HOSIERY SECTION Boot and Shoe Recorder 


Fig. 1—A $10 window. 
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Fig. 3—A $50 window. 
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Winter Resort 
Help Sell 


Windows with a Southern Atmosphere 


gestion. The display man should-_use them as 

the basis of window displays, making the most 
of the materials he has at hand that can be worked 
into the setting to keep the expense of the setting 
within reasonable bounds. 

Fig. 1. This setting may be made with the perma- 
nent backing of the window as the background, or 
suitable wall board panels may be used if desired. 
A tennis net is hung around the top of the background 
slightly above the eye of the spectator who is stand- 
ing on the sidewalk. Crossed paddles and tennis 
racquets are attached in the center of this. At each 
side are hung round life-preservers. If these are not 
obtainable crossed oars or paddles may be used. In 
either case a few sprays of flowers should be added. 
In the center a cut-out of a summer girl should be 
posed. This cut-out may be about three-quarters life 
size, or even a little smaller. A local sign painter 
should be able to produce this for not exceeding $10 
in cost. If the sport accessories are borrowed the set- 
ting should not exceed $10 in cost. 

Fig. 2. This is one of the simplest settings to as- 
semble. A scenic painting of a summer scene is used 
as the background. These scenics in poster designs 
usually cost about 60 cents a square foot, although 
they are sometimes obtainable for much less, accord- 
ing to the amount of work that is necessary to pro- 
duce them. By having little detail the poster can be 
produced for less money. 

The hangings are of draping sateen, which costs 
48 cents per yard and is 36 in. wide, A lemon color 
is suitable for this setting and this material may be 
used in later settings and for floor coverings. 

If an artificial palm is placed in the corner oppo- 
site the wicker porch chair, which can be borrowed, 
the setting will have a summer effect that is desirable. 

The golf bag leaning against the chair suggests the 
golfer “ready to start for the links.” The sport ac- 
cessories need not be confined to golf if it is desirable 
that tennis rackets, paddles, etc., be added. 

For the average window the painting and hangings 
should be obtainable for a cost not to exceed $25. 

Fig. 3. This setting represents the golf course. In 
the foreground a representation of the tee with all its 
accessories is assembled. A grass mat is placed over 
a low platform to form the tee. A golf ball is posed 
on a wooden tee. The sand box is placed in the cor- 
ner with a bag of clubs leaning against it. In the 
background a golf course is pictured on a wall board 
panel. A cut-out of a golf enthusiast may be shown 
at the tee ready to drive. 

The grass mat may be purchased for $7.50. The 
sand box, painted green, will probably cost no more 
than $3.50, if it cannot be made by the display man 
himself. The scenic and cut-out should not bring 
this setting up to a cost exceeding $50. 

Fig. 4. Some very realistic displays can be pro- 
duced at low cost where the floor of the window and 
its setting is made to represent a winter scene. 


Te: settings illustrated are given by way of sug- 
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Windows with a Northern Atmosphere 
Sug- 
m as The floor of this setting represents a skating pond 
most with the surrounding snow. A placque representing 
rked a winter night is hung in the center of the setting. 
tting The lower part of this placque is to represent a broad 
expanse of snow. Joining this a sheet of cotton bat- 
rma- ting is allowed to fall over a step or platform to repre- 
i, or sent a continuation of the snow field in the picture. 
ired. Cotton batting icicles are hung across the tops of the 
ound panels, or when the permanent background is used =o : ) 
and- little rifts of fluffy cotton batting should be run along a ds a callie ip 
nnis the lower edges of the panels, just as if it were snow Fig. 4—A $10 window. if 
each resting on each ledge. 
- not The icy pond can be imitated by laying a pane of = ) 
In glass flat on dark green or blue cambric or paper. A 
+r sprinkling of artificial snow over its surface and 
me around the edges completes the pond of ice. OUT 
life This setting should not cost more $10 to produce L DOORS fer HEALTH | 
nter as the placque, the cotton batting and the artificial 
$10 snow are the only things that need cost the display 
set- man anything more than time. 
ois Fig. 5. This setting symbolizes the healthful bene- 
ail fits of outdoor sports and exercise. Skating, skiing 
ens and hockey are symbolized by the pictures on the 
ugh panels. A box or pedestal is draped with sateen, 
ik. which is brought down well in front to form the cen- 
wud ter unit of the display. Crossed hockey sticks and 
he skates are shown with-a skating show with the skate 
attached in the center. If desired skiis may also be 
- introduced into the unit. 
deo ; This setting should not cost more than $25 to pro- A>) 
uce. 
” Fig. 6. The panel disclosing the skaters in this set- 
po- ting is sufficient to give motion to the entire display, 
ed, and motion is one of the greatest eye attractions the . . 
yle. display man can work upon. The colors used in this Fig. 5—A $25 window. 
the panel should be bright, the costumes of the man and 
ac- girl making this possible. i 
ble The hangings of this window are of sateen of any. | I 
desirable shade. A balustrade is set along the base ye i | a 
gs of the back of the window, the rail draped with cot- — in 
ton batting to represent snow. If desired a ruscus | | oh 
In hedge may be placed across this space and little flecks > { } rf 
its of imitation snow shown on the hedge. At the cor- | , ~ | A 
er rers ruscus trees are shown. These may be of the f " a 
ed round shape shown or conical. ee | WCNSY : a: 
T- This setting should not cost in excess of $50, inclu- ‘fl \ | ; ee 
he sive of hangings. | 7 = 2H 
rd Dancing is a popular amusement at both summer |! ae | 
a and winter resorts, and the display symbolizing this =~ ~ | | , 
ma pleasure is bound to sell much fine hosiery. By intro- 
me ducing a panel in which the dance is symbolized in 
m4 place of the skating panel in Fig. 6 and doing away | 
1g with the snow effects and the sporting accessories, \ 
this setting will serve for a display of evening hosiery. \ 
0- Floor and table lamps may be introduced, while fans, N 
1d lace handkerchiefs, lorgnettes, bottles of perfume, 

















dainty handbags and similar accessories may be posed 
in conjunction with various units of hosiery. Fig. 6—A $50 window. 
Issue of December 5, 1925 






116 HOSIERY SECTION Boot and Shoe Recorder 


NEWSPAPER ApvertIsING IDEAs 


At the right—Sheer silk and 
chiffon hosiery in garden col- 
ors to match the dainty ap- 
parel in the Southern ward- 
robe. Novelty checks, figures 
and stripes for mornings 
spent on the links. For those 
who winter in the North, 
heavier silk for dress, camel’s 
A\ hair and woolen hose for the 
! winter sports 


At the left—Our 
hosiery department 
is on the style equa- 
tor. Here you get a 
good view of hosiery 
styles for both North 
and South before you 
start your flight 


Below at left—A death warrant 

to snow. We are waging a war 

against cold. Enjoy the tobog- 

gan slides and skating with 
warm, dry feet 
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At the right—Inspection-proof hosiery for 
the boardwalk. Perfect fit and correct 
color combinations. Above—We will at- 
tend to the most important detail of 
women’s dress—hosiery—before you sail 














How to Prepare Advertising 


6—For men’s advertising, use masculine types. A little more 
heaviness for a different type of mind. One can sense a feel- 
ing of daintiness or strength of the goods being advertised just 
because of the art in type selection and illustrating. 


1—Select prospective customers and create a composite type to 
whom you may address your message. 


2—Select goods eminently fitted both for the recipient’s use and 
for the fact that they are exceptional values. This heightens 
the number of interested readers. 


3—Word a message that will interest, influence and convince the 
composite customer. 


4—Tell a complete story—omit nothing of sales value—then illus- 
trate the theme taken; style, quality, price, or whatever it is. 
Too many forget that the buyer is interested in details. One 
can always cut down the number of words and strengthen the 
selling power in so doing. Be careful to excite the imagina- 
tion, but leave nothing of importance with respect to the goods 
to the imagination. 


S—For women’s advertising, use dainty types and illustrations. 


7—Also consider the mentality, or social standing, or wealth, or 
whatever it is that affects the sensibilities of those to whom 
one is selling. An ad that will prove offensive to one person 
will attract another. 


8—The lower the price the bigger it ought to be displayed. The 
higher it is the smaller it should be shown. This is on the 
assumption that in the first case it helps to sell and in the 
second it must be minimized to prevent its becoming an ob- 
stacle to the sale. 


The foregoing are all generalizations. The space is too limited 
to go very deeply into such an important matter, but the merchant 
writing his own advertising will certainly find among these a few 
inviolable rules to follow that will help in the preparation of 
advertising. 
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Use the Winter Sports Idea to 
Make Extra Pair Sales 
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Display and Talk Complete Outfits 


equally from the trade of people going to winter resorts, be they North or South. But 


T HERE is no idea, on this page, of arguing that all retail shoe merchants can profit 


they can profit by utilizing the idea of complete hosiery outfits and by making this idea 
the basis of their extra pair sales talks to their customers. Many extra pair sales arguments 
concern themselves only with the added service of two pairs over one pair. The idea of “ho- 
siery for occasions” has not been given the same amount of attention as has the idea of 
“shoes for occasions.” With this in mind we have had compiled the suggestions given below 
—not that they need be followed literally, but that the idea expressed in them can be made 


the basis for similar groupings for use in your own community. 








WOMEN’S SOUTHERN RESORT HOSIERY 
OUTFIT 
(In planning this wardrobe, it is assumed that it is 
for the average stay of the Southern resort tourist, 
who vacationizes in this clime to the extent of six 
weeks to two months.) 

For each gown, three pairs, including the flesh 
shades, parchment, perhaps a white—chif- 
fon—from $2.50 to $4.00 the pair. These 
for evening and afternoon dress. If the 
lady has six gowns, this would mean...... 18 pairs 

For the hotel veranda—a dressy sport stock- 
ing in fine English lisle, three pairs to a 
gown. Four gowns, with hose to match, at 
SB.50 to O6.50, would MOAR... ....csccecsecics 12 pairs 

For golf links, heavier ribbed English lisle, at 
about $3.50 the pair. Usually the tan 
grounds in ribbed checks, and plaids, bright 
Golers VEOGOMIMNATING .... 2. cc ccccccscecses 3 pairs 

For formal affairs, chiffon of sheerest black, at 

OO WD 6.6 5.05.6 660009095 50000908050 2 pairs 


35 pairs 








MEN’S SOUTHERN RESORT HOSIERY OUTFIT 
(For a six weeks’ to two months’ stay.) 
For wear with linen knickers—sport hose for 
golf, in combinations of bright colors on 
white grounds—checks, plaids and vertical 
stripes—light weight wools, or lisles, at 

I i he ae a | 7 pairs 
Sport hose to go with flannel trousers—all 
white, and white with stripes in colors -to 
correspond with trouser stripes—in silk and 


lisle, at about $3.00 the pair.............. 12 pairs 
For formal affairs in the evening, plain black 
ee ee ON Os os oo bvcvcascccusecces 2 pairs 


For wear with white flannel trousers and white 

shoes in the evening—all white silk, at 

EE ay eee oa ene nan 2 pairs 
For evening wear with white flannel trousers 

and white shoes, trimmed with tan or black 

—a white silk and lisle stocking with color- 

ings to match trims on shoes—at about $3.00 

TA 855 6066 000 wedvee uss 6séen cues 3 pairs 


26 pairs 











WOMEN’S NORTHERN RESORT HOSIERY 
OUTFIT 

(In planning this wardrobe, it is assumed that it is 
for the average stay of the Northern resort tourist, 
who vacationizes to the extent of from six weeks to 
two months.) 
Very heavy hand loom, Scotch wools, of bright- 

est colorings, to be worn with moccasins for 

skating and general sports wear, at $6.50 to 

gO eer ere rer trie Te 3 pairs 
For less strenuous sports, lighter weights in 

wools of very bright colorings and gay pat- 

terns, from $4.50 to $6.50 the pair......... 4 pairs 
Silk for the evening wear at informal hotel 

parties and general wear in the hotels, at 

$2.50 to $4.00 the pair.......-cccccccccess 2 pairs 
Chiffons for hotel parties and for those who 

prefer the lighter weights, at $2.50 to $4.00 


CU MREE yo vc vcccvsss0seeasbspaabeebe. pe 2 pairs 
Under stockings for wear with chiffons, from 
$1.00 to $8.00 the pair .........cccecccees 2 pairs 


13 pairs 








MEN’S NORTHERN RESORT HOSIERY OUTFIT 
(For a six weeks’ to two months’ stay.) 


Golf hosiery, in brightest hues—tans and reds, 
Scotch plaids and vertical stripes, at $10.00 
ET 8 6 084 06054054 e008 68 saan vhsene es 6 pairs 


Half wool hose, for wear with long trousers— 
also very gay—at $3.50 the pair .......... 6 pairs 


Heavy gray half hose, sometimes with red 
tops, for wear over wool hose and the tops 
pulled down over the skiing or snow-shoeing 
moccasins—at $1.25 the pair ............. 2 pairs 


For evening in those clubs which have formal 
evening functions, black silk hose for wear 
with patent leathers—at $2.00 the pair..... 2 pairs 
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& hlosicry MARKET TALK &® 


New Hosiery Colors for Spring 


The 1926 Spring Season Hosiery 
Color Card, just issued by the Tex- 
tile Color Card Association with the 
cooperation of the National Associ- 
ation of Hosiery and Underwear 
Manufacturers, contains twenty 
colors, representing the most popu- 
lar shades for the coming season. 
Seven of these are new and thirteen 
are recalled from the Standard Ho- 
siery Color Card of America because 
of their continued prominence. 

Pale flower colors lead the collec- 
tion. First is MAUVE, a faint 
orchid of crystal delicacy. BLU- 
ETTE, a violet-tinted blue with the 
transparency of petals. WOOD- 
LAND ROSE—a smart and new in- 
terpretation of Bois de Rose. SEA- 
SPRAY—a pastel green, suggestive 
of the sea surf and foaming waters. 
ROSE MARIE, one of the most bril- 
liant colors of the group, possesses 
as well the subtlety of the other 
shades and is a distinct variation of 
rose. 

Two new colors emphasize the 
trend toward grey, such as fashion 
is favoring. These are Shadow, an 
elusive shade, tinged with 
mauve and Dove Grey, a 
paler shade faintly fused 
with a rosy tone. 

The soft neutral tints 

chosen from the Standard- 
Hosiery Color Card are At- 
mosphere, Moonlight, Nude, 
Champagne, Sunset, Peach, 
Grain, Bran, Biscuit, San- 
dalwood, Blush and French 
Nude. Mauve Taupe is re- 
peated from the Fall Color 
Card. 


As predicted some time 
ago in the hosiery section, 
the trend in men’s fancies is 
definitely toward quieter 
effects. By this we do not 
mean that patterns are passe 
but that the wilder color 
combinations and more outre 
patterns are gradually giv- 
ing way to more tasteful 
combinations of both. The 
wild fancies are not dead but 
Spring, 1926, will see them 
confined almost exclusively 
to the college boy trade, it 
is expected. Brown is the 
prevailing color note. Two- 
tone combinations will be 
good and white will be used 
to relieve the severity of 
darker colors. Clocks in 
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NEXT MONTH 
The Idea Number 


If January only came a lit- 
tle later in the year we might 
have been tempted to dedi- 
cate the next issue of the Ho- 
siery Section to baseball. But 
it doesn’t, and so we have 
fallen back on such subjects 
as how, when and in what 
quantities to buy, the best 
methods of advertising, some 
hints on merchandising, a few 
brilliant thoughts on _ stock 
keeping, what to do to meet 
competition—plus spring 
styles as we see them then. A 
regular idea number, in other 
words. If you have any, send 
them in. 

And in case you happen to 
have forgotten that Christmas 
comes this month, why not 
resurrect the November issue 
of Hosiery and take another 
look at the Christmas mer- 
chandising ideas? 





Colored hand-painted c 
sides of full fashioned silk hosiery. Shown 
through courtesy of the Durham Hosiery 
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Mills 
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locking on the outer 


white or color are expected to be 
well received and there will be 
dashes of the higher shades in many 
of the designs. 


Noted in the children’s depart- 
ments is an increasing demand for 
three-quarter hosiery, beginning 
with size 5. More mothers are be- 
ginning to dress tiny tots in cuff 
hose, yielding to the attraction of 
brightly colored patterned tops, 
Such a demand will be gladly wel. 
comed in the department stores, as 
cuff hose inevitably mean a larger 
average check, something the chil- 
dren’s section is continually striving 
for. 


There has recently been much dis- 
cussion as to the possible return of 
black to high favor in women’s silk 
hosiery. In this connection, the 
Gotham Silk Hosiery Company, in a 
letter addressed to the National 
Association of Hosiery and Under- 
wear Manufacturers, has the follow- 
ing to say: 

“In connection with ‘The Black 
Bogey,’ it might be of interest to 
you to take note of what women in 
New York are really buying. 

“Our weekly color and 
style report, as you know, 
differs from the reports of 
other hosiery manufacturers 
in that the material is com- 
piled directly from _ the 
colors and styles which are 
sold in the three New York 
Gotham Shops, while other 
reports show colors sold to 
dealers, but not necessarily 
moving from dealers’ 
shelves. 

“It is interesting to note 
that in the report which we 
issued Nov. 3, 1924, colors 
amounted to 85 per cent and 
blacks to 15 per cent of sales. 
The card of Nov. 2, 1925, 
showed colors amounting to 
89 per cent and blacks to 11 
per cent. Figures for 1925 
up to the present time have 
shown the percentage of 
colors over black consider- 
ably ahead of the previous 
year. No increase in black 
is noticeable at the present 
time.” 

Leading domestic manu- 
facturers of rayon have an- 
nounced that their prices 
for the first quarter of 1926 
will be the same as those 
now quoted. 
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Silk Stockings that Vear 
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Important Holiday Notice 
to Merchants 


If you are a Gotham merchant you need 
have no worry about lost sales through de- 
pleted holiday stocks. 
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Our stock and shipping rooms will remain 
open continuously, Sundays included, Christ- 
mas Day excepted, from December 12th to 
December 28th. 


Orders will be shipped same day your wire 
is received. We recommend that your orders 
be night lettered at the close of business on 


Saturdays, December | 2th, 19th and 26th. 


O°DVDA 
2. 


lack 
t to 
n in 
ring. 
and 
now, 
s of 


ty 
—. 


~ 
ae 


A 
see 
=> 


<8*3 
se 


= ote 
<> <—- 
eae eed) 


ely 


AS 


33 


Gotham is doing everything in its power to 
protect its merchants with full stocks. 
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GOTHAM SILK HOSIERY CO., Inc. 


Manufacturers 


389 Fifth Avenue, New York 
Mills: Philadelphia and New York 
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It at our risk 


a 


\ 
We invite you to send us a 
sample order of any desired 
assortment of HOLYOKE 
SILK HOSIERY with the dis- 
tinct understanding that you may 
return the shipment if unsatis- 
factory, any time within 10 
days after receipt. 














Could anything be fairer? 


Could we show more positively our 
confidence in. the super-excellence of 


HOLYOKE SILK HOSE ? 


We know that the beauty of our 
styles—the clever originality of our 
novelties—the rich quality of our 
merchandise will impress every fair 
minded buyer. 


This is your opportunity to offer your 
customers the most perfect and beau- 
tiful hose, in HOLIDAY NOVEL- 
TIES that will surely appeal to your 
most exclusive trade. 


Poles SE Soriery & 


453 Washington St. 358 Fifth Ave. 
BOSTON NEW YORK 














SILK HOSIERY 








ee 


HOLYOKE SILK 
HOSIERY comes 
boxed in three pairs—so 
that your order may be 
as large or small as you 
wish, 


We recommend your 
choosing our 


Four Big Sellers 
All Silk Ingrain 


No. 405—Medium Weight. 
30 popular shades. 


Price $22.50 per doz. 


No. 462— Chiffon extra, 
sheer, reenforced-knee. 23 
latest popular shades: 


Price $27.00 per doz. 


“Gauzette” — Chiffon-orig- 
inated by Holyoke and a 
great success in the most 
famous city shops. 


Price $22.50 per doz. 


No. 463— Chiffon extra, 
extra sheer, re-enforced 
knee. 10 latest N. Y. and 
Paris shades. 


Price $27.00 per doz. 


We are unable to take more 
orders for this number for ship- 
ment prior to January 1, but sf 
you wish shipment after that 
date we will be pleased to send. 


Our Color Range 


comprises the following shades 
in all numbers with the excep- 
tion of No. 463. Colors carried 
in this number are starred. 


* Atmosphere 
Aurora 
Aztec 


Cc 
*French Nude 
*Gunmetal 


We carry other colors in the 
various numbers but space 

not permit enumerating the same. 
If you are not familiar with our 
— kindly send for a color 
card. 
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400 Per Cent Increase in 3 Years 
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Is the Hanan Record 


The Story Dates from the Time They Took Hosiery Seriously 
and You Can Read Here the Simple Rules Which 


HIS is the story of a shoe man 
who, after letting his little 
hosiery department dub along 
for ten years or so, decided to take 
up hosiery in a serious way, as they 
say of art when they tackle it in 
New York’s more or less solemn 
Greenwich Village. 

That the shoe man happened to 
be a pretty big shoe man, for all 
the smallness of his hosiery depart- 
ment, and that he runs a number 
of shoe stores with the hosiery de- 
partment figuring in all of them, 
doesn’t make his case different in 
any essential particular from that 
of the man with a single, family 
shoe store. His hosiery 
dubbed along just so long 
as he allowed it to dub. It 
shot up, skyhooting, from 
the day he took it up se- 
riously. 

The shoe house is Hanan 
& Son, which concerns it- 
self wholly with shoes and 
leaves the sale of its ho- 
siery altogether to the re- 
tailing department, in 
charge of two sales man- 
agers, one for the East, the 
other for the West. John R. 
Laycock is the eastern 
man; F. T. McLoney is in 
charge of the West. For 
the sake of convenience, 
and because his is the some- 
what larger group of stores, 
we can concentrate on Mr. 
Laycock’s hosiery in the 
East. 


You can picture any one 
of these Hanan shoe stores 
as it was prior to August, 
1923, selling high class 
shoes for both sexes, defi- 
nitely of good quality. And 
you can picture that same, 
average store as being re- 
Signed to sell hosiery, too, 


Have Spelled Success 
By Philip Campbell 


because it was the proper thing for 
a proper shoe store to sell, if any- 
body should happen to want ho- 
siery. 

Roughly sketched, this was the 
hosiery situation in the Hanan shoe 
stores in August, 1923. Please note 
sharply that Mr. Laycock—as the 
representative Hanan shoe mer- 
chandiser for the purposes of this 
article—can buy but little, if any, 
better now than he did then. Enor- 
mous as are the quantities he or- 
ders in 1925, he ordered his hosiery 
in volume, just the same, back in 
1914 and 1918 and 1922. So the 
difference between his hosiery sales 





New sport pattern of fine wool shown 
through the courtesy of John M. Haley Co. 


of 1925 and those of 1923 is in no 
way due to an ability to buy in 
greater volume. This disposes of 
the stock protest by the individual 
shoe store, that it can’t buy in vol- 
ume, and demonstrates the truth 
that capable merchandising of ho- 
siery is the dominant factor in 
selling it, precisely as it is with 
shoes. 


With the realization that his ho- 
siery must be compelled to pay for 
its keep came the resolve that it 
had to be sold, instead of being al- 
lowed to sell itself. The key to the 
selling situation, as Mr. Laycock 
Saw it, lay in the hosiery 
saleswomen. Instead of 
being mere attendants, they 
must be, or become, real 
salespeople, specializing in 
hosiery and in hosiery cus- 
tomers. The system works 
thus: 

Mr. Laycock, as_ sales 
manager of both shoes and 
hosiery, is continually in 
consultation regarding shoe 
models and colors in the 
Hanan factory in Brooklyn. 
He is, therefore, always 
well advised as to future 
shoe styles. Admitting that 
he has had no groundwork 
of experience in hosiery, he 
endeavors to keep in touch 
with the trend of fashion 
in women’s outerwear, 
dress colors and fabrics 
chiefly. He aims to keep 
before his eyes the ruling 
or dominant ensemble and 
color note for women, and 
supplements his _ picture 
with all available informa- 
tion as to hosiery colors in 
current and future demand. 
3 The individual shoe dealer 

can keep himself posted al- 
most, if not quite as well, 
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122 HOSIERY SECTION 


New Patterns that 
Insure After- 


Christmas 
Business 


gai HERE will be no lull in your business right 
2 after Christmas if you show these smart 
new styles. 


These patterns will bring you sales volume when 
you need it most. 


Place your order to-day so that we can give you 
prompt delivery. The sooner you display these 
new patterns, the sooner your cash register will be 
ringing out the news of extra profits. 


Style No. 600—PURE silk and wool in various color com- 
binations in this same pattern. Dressy as Broadway— 
Long wearing as the Sphinx. 


Style No. 950—PURE lisle in a variety of color combinations 
in this same pattern. Only finest lisle yarns used in the 
making of this half hose. 


Style No. 630—PURE lisle and wool in a variety of different 
color combinations in this same pattern. Smart because 
the pattern is new and correct. Long wearing and warm 
because of the PURE yarns used in knitting. 


HIRNER HOSIERY CO. 


Main Office, ALLENTOWN, PA. 


ROBISCHON SALES CO. BOSTON OFFICE 
389 Sth Ave., New York 33 Bedford St. 


Manufacturers of the famous Hirner Foot Hose 
“Built Like a Shoe”’ 
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by giving due attention to his trade 
journals. 

Mr. Laycock then does for his 
posiery what the individual dealer 
can do when placing his orders. He 
plans to buy largely of seasonable 

s in the colors adapted to the 
shoes and dress ensemble. Thus, 
he observed early this fall that a 
favorite dress effect was a little 
gown in tan shades, shot through 
with greens and a variety of inci- 
dental color tones reminiscent of 
the Paisley textures. There were 
only two kinds of shoe qual- 
ified to go with that dress 
color scheme—tan and pat- 
ent leather. Question: 
Which were the hosiery col- 
ors called for by tan and 
patent leather? His answer 
was the tans and the nudes, 
which blend admirably 
with one and contrast well 
with the other. So he was 
all set-to buy and show a 
handsome range of tan and 
nude hosiery which, it may 
be remarked, sold right up 
to his expectations. 


But his great dependence 
is on his saleswomen-buy- 
ers. They assemble in his 
office about once in three 
weeks. The prime object is 
to have them exercise their 
function as actual buyers 
of the stocks they are to 
sell and to give their chief 
the benefit of their con- 
sidered opinion as to future 
hosiery developments. The 
result corresponds to what 
should happen where the 
individual shoe store man- 
ager, himself in touch with 
hosiery, puts on his hosiery 
salesgirl the responsibility 
for buying the merchandise 
she must subsequently sell. How- 
ever inexperienced as a buyer she 
may be at first, she learns continu- 
ally by her own mistakes and she 
is always an infinitely better sales- 
woman for being something of a 
buyer at least. 

As with the buying, so with dis- 
play. It is left largely, if not whol- 
ly to the skill and discretion of the 
saleswoman-buyer of every store, 
although it is likely to be com- 
mented on by Laycock when he 
drops in, and by the district, i. e. 
city, manager at his weekly inspec- 
tion. But change of window as to 
frequency and display scheme is up 
to the saleswoman’s own initiative. 
One Broadway store, located in 
what is known as a men’s locality, 
but with quite a number of women 
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passing daily, is now building up 
its sales of women’s hosiery with 
window changes every other day. 


The other major factor—the 
saleswomen declare it is the one 
major factor—in increase of sales 
volume, has been quality of mer- 
chandise. The Hanan shoe stores 
are restricted to no special makes 
of hosiery in their buying, which is 
done on the principle of best value 
for price paid. But no hosiery is 
purchased, or sold, on the strength 





New jacquard golf hose patterns imported 
by Westminster, Ltd. 


of price alone. It must all be of 
such merit that the store can stand 
squarely behind it and back it up 
from toe to hem. Naturally, the 
women who buy as well as sell such 
hosiery are imbued with a selling 
confidence that is impressive in every 
word they utter;. and, inevitably, 
hosiery of unvarying, staple quality 
brings repeat business. 

It is the rule in these Hanan ho- 
siery sections to stock, show and sell 
smart accessories of footwear and 
of dress in general. The show case 
will display, handy for inspection, 
exquisite selections in garters, a 
choice little range of gloves, what- 
ever little knickknacks may appeal 
to the feminine fancy of the mo- 
ment. These things help, not alone 
in cash takings, but very noticeably 
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in lending tone to the department as 
a whole. 


Very often, but seldom remarked, 
it happens that a business geared to 
overcome adversity fails to reap full 
advantage of prosperity. These 
Hanan hosiery departments were 
reorganized two and a half years 
ago to pull them out of a dullness in 
which they had lagged for a decade. 
But one among them, all of a sudden, 
hit on a high road to fortune in- 
explicable from any general selling 
facts or premises. It is lo- 
cated at 35 Nassau Street, 
in the heart of the Manhat- 
tan financial district. It is 
a very small place, sur- 
rounded by hosiery shops. 

Early in the fall of 1924 
individual stenographers and 
other girl office workers be- 
gan to detach themselves 
from the stream of Nassau 
Street pedestrians, and buy 
$1.35 to $1.75 silk hosiery 
in the little Hanan shoe 
store. Those hosiery cus- 
tomers have been increasing 
in number ever since. Now, 
although there really isn’t 
space for them and their 
customers, two of the most 
skillful Hanan saleswomen 
are passing out popular 
priced silk hosiery all day 
long, and the fame of that 
little hosiery mint has 
spread as far West as Chi- 
cago. The explanation is 
that Wall Street’s prosper- 
ity, for more than a year 
past, has been greater than 
ever before, with every 
worker in the district get- 
ting some of it and spending 
freely. The remarkable 
thing is that, under gravest 
handicaps of limited space 
and window display, the tiny Hanan 
store’s merchandising system con- 
tinues to outclass competing ho- 
siery shops five to one. 

There is no secrecy about the 
results of the Hanan hosiery meth- 
ods to date. Sales volume in 1924 
was 100 per cent more than it was 
in 1923, the year of the change to 
taking up hosiery seriously on the 
part of Mr. Laycock in the East 
and of Mr. McLoney in the West. 
Sales in 1925 have increased 175 
per cent above those of 1924. The 
1925 sales are four times the sales 
volume recorded for 1922. The 
average turnover now is_ eight 
times a year. With commitments 
coming through regularly as want- 
ed, a turnover of twelve times a 
year is confidently expected. 
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HOSIERY SECTION 


How the Palace Store Company 
of Spokane 


is increasing hosiery sales with Allen-A 


The Featured Styles 
Regular weight full-fashioned. 


No. 895 Pure thread Japan silk. Elastic 
$14.25 garter top and feet of mercerized lisle. 
per Doz. Dip-dyed. All shades, 


Medium weight (service 
No. 3765 chiffon) pure thread Japan 
$12.00 silk. Full-fashioned, Dip-dyed, All 


per Doz. shades. 
Chiffon extra sheer. All silk, 


No. 3785 with the special invisible ‘‘inner 


$15.50 foot’’ of lisle. Full-fashioned, pure 
per Doz. thread, Japan silk. All shades. 


Hosiery 


for men, women and children 


Underwear 


Spring needle knit and athletic 
type—for men and boys only 


@© A.A, Co. 


Out in the Pacific Northwest, merchants have 
a reputation for putting things across in a big 
way. The Palace Store of Spokane, Washington, 
is an outstanding example—a nationally-known 
institution. 


We are gratified to think that Allen-A hosiery is 
among the lines featured in this store. The artistic 
display above was used in connection with a 
tested Allen-A sales plan that brought very satis- 
factory results recently. This same plan has been 
used in thousands of stores from coast-to-coast. 


Full details of this sale are available to any mer- 
chant or buyer. It is a full price sale. No cut 
prices. We believe you will find it interesting. 
Your request for details incurs no obligation 
whatever. 

THE ALLEN-A COMPANY, Kenosna, Wis. 


Allen-A 
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NEW YORK 


In men’s hosiery, retail shoe 
stores report sales of gay patterns 
in silk and wool, lisle and wool and 
all wool; also special offerings of 
men’s silk hosiery as holiday gifts. 
The greatest interest centers in 
fancy hosiery. In women’s lines, 
chiffon hosiery holds full sway. 
Rose taupe, gun metal, beige blonde 
and grain are favorite shades. 
Flesh, French nude, beige and vary- 
ing shades of peach are favorites. 
Hosiery in gray tones are in de- 
mand. A chiffon stocking with a 
“Paris” clock is selling at some of 
the exclusive shoe stores. 


PHILADELPHIA 


Shoe store hosiery merchandisers 
report that the best selling numbers 
are chiffons in rose beige, 

French mauve, French nude _ 
and gunmetal, about in the 
order named as to popular- 
ity. Chiffons priced at $3.75, 
or three pairs for $11, are 
moving well as Christmas 
gift features. In juvenile 
hosiery, an old wool num- 
ber is a favorite. Stores all 
report a good business on 
the lower-priced numbers in 
children’s hosiery. 


BOSTON 


Exclusive shoe stores re- 
port “everything is chiffon.” 
If one wants to be a little 
more protected limb-wise, a 
very sheer woolen under- 
stocking. Fish nets in 
evening shades of delicate 
hue are popular. In the 
chiffon numbers, gunmetal, 
mauve taupe, slate and rose 
taupe are favorites; also 
cannon, with black heel and 
toe. Sport hosiery for 
Christmas gifts are big 
numbers. Silk and wool 
numbers, underhose; 
clocked hosiery for women; 
wool and rayon; service 
hosiery in light shades and 


HOSIERY SECTION 


Color Trend 


in gunmetal, are moving well. Chil- 
dren’s stockings in seven-eighth 
lengths are best. 


BALTIMORE 


The demand in this southern city 
appears to be for the light shades 
in popular priced numbers. Boxed 
goods, with the name of the store 
thereon are making a hit as Christ- 
mas gift sellers. _ Higher-priced 
hosiery is in good demand. The 
three - pair - in- a-box feature has 
caught the popular fancy. These 
pairs are all in the same shade, or 
each in a different shade. Rose 
blonde and gunmetal are popular 
colors. 


CLEVELAND 


The retail shoe stores are fea- 
turing at this time boxed goods. 


A new ¥% length children’s golf pattern and 
a new men’s half hose pattern. Raymond 


Hosiery Co. 





Quality hosiery is featured, with 
an excellent business reported. A 
preference for the darker shades is 
noted, with rose taupe and similar 
shades in the foreground. 


CHICAGO 


All lines of hosiery are moving 
well, with chiffons leading the pro- 
cession. Fancy sports hose are 
steadily growing in the popular de- 
mand. In children’s hosiery, woolen 
half hose is a good number. Hosiery 
in medium-priced numbers are the 
fastest movers. Attractive holiday 
boxes help to increase the move- 
ment of hosiery from _§store’s 
shelves to consumers. Darker 
shades are reported as best in many 
stores, especially on the holiday 
gift numbers. “The biggest holiday 

business yet” is anticipated. 


MILWAUKEE 


Chiffons and service 
weights in equal degree of 
popularity. Silk and wool 
hose have shown more ac- 
tivity with the advent of 
colder weather. Clocked 
hose in shades of beige, 
beaver and camel are in de- 
mand. Chiffon in tan and 
gunmetal shades a leader. 
A good holiday business is 
anticipated on black service 
weight hosiery, also in tan 
shades, with some call for 
gunmetal and rose taupe. 


SAN FRANCISCO 


Light colors are still in 
demand and it is antici- 
pated that they will sell 
right through the_holidays, 
especially in shades such as 
acorn and French nude. 
Chiffons extremely good. 
Grays are in growing de- 
mand, with moonlight and 
silver striking a new high- 
style note. There is an in- 
creased demand for the cin- 
namon and taupe shades. 
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ES OR over half a cen- 

igl tury, the women of 

hie country have been buy- 

ing Centemeri Gloves with 
the utmost confidence. 


—. 


Thousands of these good Centi- 
meri customers—fully aware of 
the exceptional quality of every 
product stamped with the Centi- 
meri name—will seek out the 
store which carries Centemeri 


Full Fashioned Silk Hosiery. 


—— 











The good will of the Centemeri name 
can be linked to that which you have 
built up as a reliable merchant. 








We carry a large hosiery stock in a range of 
fast selling colors for Immediate Delivery 


C900—A popular selling hose (semi-chiffon) 

full fashioned with lisle top, per doz..$12.25 
C700—Medium weight service hose, heavier 

than C900, full fashioned with lisle 

top, per doz 
C500—42 gauge chiffon, full fashioned with 

silk plaited sole and lisle top, per doz. 15.00 
C400—Heavy weight, 42 gauge, full fashioned 

with lisle top, per doz 
C600—42 gauge chiffon, silk from toe to top. 

Top reinforced on inside with lisle, per 














Prices on styles C700 and C900 will ad- 
vance on Jan. 1, 1926. 


New Hostery Color Card Now Ready 


Order now for Christmas and the Winter 
Resort Trade. Orders shipped same day as 
received. Terms 2% ten days or net 30 days. 


P. CENTEMERI & COMPANY 


(Manufacturers of the Famous Centemeri Gloves) 


334 Fourth Avenue New York 


“Buy Centemeri Hosiery and Be Safe” 
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HOSIERY SECTION 


Colors Even Lighter Than Now Will 
Rule Next Spring 
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Tints Just Off the White Touted for Wear 








OR the hosiery section in the 
Pie store that considers ho- 

siery, like life, something real 
and something earnest, Dec. 1 is the 
date which calls for more hard 
thinking than. any other time of the 
year. 

The two problems are, first, fill- 
ing in of stock for the holiday gift 
trade, with incidental revision of 
holiday selling plans, and second, 
deciding on the amount and kind of 
hosiery to be ordered for spring 
business. 

The condition, peculiar in greatest 
measure to shoe stores, is that De- 
cember is the month when least 
popular interest commonly prevails 
in its major merchandise—shoes— 
and hosiery affords the one 
chance of clearing overhead 
costs and the opportunity 
of securing, besides, a-sub- 
stantial net profit on the 
month’s operations as 4a 
whole. 

In filling in, the shoe 
store’s hosiery section will 
be well advised to be very 
conservative on wools and 
on silk and wools for women. 
Resident buyers foresee an 
altogether preponderant de- 
mand for silk hosiery, in 
some instances estimating 
December’s sale of silk ho- 
siery for women at 90 per 
cent of the total, with 65 
per cent in chiffons. This 
may prove to be too san- 
guine as to the importance 
of silk, especially in the 
event of a very cold or un- 
usually inclement month. 
While either of these condi- 
tions may not materially 
affect the purchase of gift bs 
hosiery, it would be certain 
to stimulate buying of wool 4 
and of silk and wool for * 


regular wear to some extent. be 


pS age Rael, SEY 


New patterns in hand-made imported golf 


Similar considerations ap- 
ply to colors, with black 
and the darker color tones 


with White Footwear 
By CAMILLUS PHILLIPS 


due to grow in demand with muddy 
streets, as being least liable to spot- 
ting. Resident buying advice, in the 
main, is all for the lighter shades, 
rose taupe and the lighter grays, 
but with gunmetal expected to con- 
tinue strong up to the first of the 
year. One resident buying house 
observes that there has been a 
steady and very large increase since 
early fall in demand for the pointed 
heel, and New York department and 
specialty shop buyers state that 
popular demand, as they find it, cor- 
roborates reports from the country 
at large as to the pointed heel’s ad- 
vance in favor. 

An analysis made of actual con- 
sumer purchases by color for the 





hose. Shown by John M. Haley Co. 


month of November is of peculiar 
interest in connection with resident 
buying forecasts for the rest of the 
year. Grain has maintained an un- 
interrupted lead in chiffons, with 
gunmetal gradually superseding 
dark gray in second place. In third 
place, the latter part of November 
found rose taupe edging out beige, 
while French nude, for a short time 
ranking as low as seventh, rose to 
fourth. Dark gray closed fifth, 
beige sixth, flesh seventh, black 
eighth, Piping Rock ninth and san- 
dalwood tenth. Other chiffons, in 
the order named, were rose gray, 
Medici gray, silver, atmosphere, 
gravel, almond, toast, gold, cinnamon, 
mauve, zinc, white and champagne. 

Regular or service weight 
silk hosiery showed a like 
tendency to advance of the 
higher shades. Beige ap- 
peared to have established 
its supremacy over black by 
the end of the month, with 
grain clinching the advan- 
tage of relegating black to 
third place. Dark gray and 
Medici gray retained re- 
spectively four and fifth 
positions, which they had 
held from the beginning of 
November. But gunmetal, 
previously ranking twenty- 
seventh, shot up from that 
neglected October depth to 
sixth place by the end of 
November. It was followed, 
in order, by sandalwood, 
Piping Rock, French nude, 
cinnamon, white, zinc, 
gravel, rose gray, almond, 
flesh, atmosphere and the 
darker tans. 

The first comment on 
spring hosiery buying 
should be mention of 
the fact that New York 
buyers agree in urging 
their client stores to 
place orders immediate- 
ly, not only on account 
of advancing prices un- 
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These Everwear 
Fancy Wools 


Are a Hit 


K)) 


wee 


Every day we get more orders for these 
fancy light weight wool socks. No need 
to tell you that they’re demanded and that 
they're going to be popular all winter. 

















You can depend on us to keep you supplied 
with a good stock as you need them. And 
we have kept in mind that variety is the 
important thing in a stock of fancy wools, 
that men don’t buy two pair of the same 
pattern. 


Take a look at the interesting Everwear 
color combinations in salable plaids and 
checks—just the kind your trade wants. 
Write for samples today. They cost you 
nothing. 


Everwear Checks 
Number 340 
Light weight wool 
$8 a dozen 
Retail at 
$1 a pair 


Everwear Plaids 
Number 339 
Light weight wool 
$8 a dozen 
Retail at 
$i a pair 


THE EVERWEAR HOSIERY CO. 
Milwaukee, U. S. A. 


Chicago NEW YORK 
36 S. State Se. 230 Fifth Ave. 


San Francisco 
130 Bush St. 
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Hosiery and Glove Display 


Stands, Forms and Fixtures 


o— 











Glove Stand Hosiery Stand 
No. P69 No. 258-0 


Metal and Wood Display Fixtures 
Papier Mache and Wood Forms 
Wax Figures 


by 
J. R. PALMENBERG’S SONS, Inc. 


Creators of Display Equipment for Over 70 Years 
63-65 West 36th Street, NEW YORK 


BOSTON CHICAGO 

26 Kingston Street 204 W. Jackson Blvd. 
SAN FRANCISCO 
11 First Street 
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“The Place to Sell Hosiery Is Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Each month the idea grows 
bigger. 
So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 
Boot and Shoe Recorder Publishing Company 
Boston, M: 
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der the auress of higher levels 
for raw silk but also because 
many buyers foresee a short- 
age in the more desirable 
classes of merchandise. 

That any serious interference with 
retail supply can occur is pretty 
well doubted. But well posted buy- 
ers dwell on the consideration that 
hand-to-mouth buying of hosiery by 
retailers has forced manufacturers 
into mill-to-order production. Lead- 
ing standard plants, and many not 
so prominent, are said to be ordered 
far ahead on commitments made by 
department store buyers acquainted 
with the existing conditions. Resi- 
dent buyers who are more optimistic 
regarding spring supply say that it 
will be good business for all retailers 
to get their stocks early. 

High as are the colors prevailing 
now in silk hosiery, the range for 
spring is expected to be much 
lighter, running to woods, light 
grays and tans. The advance win- 
ter demand in Florida bears out this 
general forecast. The general sales 
manager of a leading brand of silk 
hose states that the high colors only 
are being taken—flesh, atmosphere, 
champagne, silver gray and Piping 
Rock—with a fair certainty now 
that Paris’ success in declaring its 
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independence of dead white silk 
hose for wear with white dresses 
and white shoes is to be duplicated 
here. 

For a couple of years past the 
ultra fashionable Parisienne has 
abandoned plain white as the neces- 
sary hosiery adjunct to white shoes, 
and she has secured very fetching 
results with delicate shadings off 
the standard white, among them a 
tone commonly termed ivory white, 
which relieves ankle and leg from 
the stark whitewash glare of dead 
white and looks mellowly suave and 
human. Signs and portents at the 
great Florida resorts this year are 
for this ivory white and for other 
faint, smooth shadings away from 
the prime, standard white which, 
hitherto, has ruled the roost on 
hosiery worn with a white ensemble. 

This Florida color forecast was 
supported in the main by the hosiery 
buyer of a Fifth Avenue specialty 
shop maintaining very smart 
branches in Miami and Palm Beach, 
for which he does the buying of 
hosiery in New York. But he made 
a point of stressing present Florida 
conditions as being rather slow this 
year in the uptake on all phases of 
the mode: 

“Florida visitors and residents, I 
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imagine, are too deeply absorbed in 
real estate conditions just now to 
give to fashions in hosiery and other 
dress features the eager attention 
ordinarily focussed on them about 
Dec. 1. Our Florida stores, how- 
ever, attribute the dress quietness to 
the extremely warm weather pre- 
vailing there and the absence of 
real winter temperatures in the 
North. Such indications as appear 
from Palm Beach and Miami con- 
sumer buying of hosiery augur gen- 
eral use of chiffons in the light tan 
shades, with light grays coming 
next. One gray we expect to be 
very much worn is Dover, a gray 
beige tone, lighter than the standard 
gray 31. The regular evening 
shades show mauve as the leader, 
with gold and silver following. 

“Here in New York there has 
been a noteworthy change in the 
popular taste for tans, which is 
likely to be reflected in Florida. 
Where their overtone was yellow, it 
is now rose. As for Southern resort 
abandonment of straight white in 
favor of ivory white, we have as yet 
had no evidence. But the circum- 
stance that Paris persists in using 
off-standard white indicates that the 
change will develop some strength 
here before spring.” 








One Uwenty ive 


Pure Thread Silk 
Spring Needle Hosiery 
at $9.00 







Guarantee 


Every inch of 
silk guaran- 
teed “run” 
proof and free 
of all irregu- 
larities. 







Made with reinforced lisle tops, 
heels and toes. In all popular 
shades. 





Service. 






Ray-Mond Service 


Makes Hosiery Retailing a Positive Joy 


You so rarely find a complete line of hosiery in which 
every number is distinctive enough to single out for special 
attention and so rarely find hosiery of this character backed 
up by service as constant and practical as the Ray-Mond 
It is an unexpected value and a great aid to mer- 
chandising profitably. Tell us your needs and let us prove 
our claims. 


Samples on request. 


No. 568—Pure Thread Silk Chiffon to the welt. One of the 
clearest and sheerest Chiffons made. Packed in ieeteaes Soe. 
.00 per dozen. 


No. 570—Full Fashioned Thread Silk 42 gauge super-fine Chiffon 
with special patented reinforced heel and toe. 
GE | Ns 6 6 6 o'kc cnc neesiedecessate ou 

No. 595—Another new number added to the line. Ladies’ service 
weight, thread silk, mercerized top, full fashioned, at $12.00 per 
dozen, immediate delivery. 


Alsom—Ladies’ | silk and wools for Fall and Winter in 
both full fashioned and 





ci for i diate delivery. 





RAY-MOND HOSIERY CO. 


373 Fourth Avenue, New York City 





Packed in in- 
$14.75 per dozen. 


Men’s and ladies’ 


No. 100 

Pure Thread Silk 

Spring Needle Stocking 

(Reinforced with Lisle) 
To Retail for $1.00 


A Great Value 
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After Christmas as well as before, HOSIERY “AS YOU LIKE IT” 
sells steadily. Not a seasonal item but a year in and year out 
profit-maker. And best of all, immediate “As YOu LIKE IT” 
deliveries from five centrally located stocks of full-fashioned silk 
hosiery. Write for further information. 


J. R. BEATON CO,, Inc. 


CHICAGO 331 FOURTH AVENUE, NEW YORK 


227 WEST JACKSON BLvp. 99 CHAUNCY STREET 
ATLANTA . SAN FRANCISCO 


246 PEACHTREE ARCADE 133 KEARNY STREET 
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